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@ What makes a winner, anyway? Is it the jockey? Or is it the horse? Or 
is it a combination of both? 


@ Any track man will tell you that a poor rider can ruin a Man-O-War. And 
an Earle Sande couldn’t win the Derby with a plug. 


@ It’s that way in life insurance, too. It takes a combination of good man 
and good policy contracts to make a real winner. At the Franklin Life we 


have both. 


That’s why cash earnings paid to Franklin representatives during the first 
quarter of this year were 45% greater than in the first quarter of 1944. 
That’s why 159 men broke stiff quotas in the March Anniversary month 
contest, and ten men, in the same month, sold a total of $1,262,426.00 of 
business. 


@, Good? Of course they’re good! But exclusive Franklin policies like the 
President’s Protective Investment Plan, the Lifetime Disability Income 
Plan, and the Guaranteed Life Annuity were responsible for a huge 
volume of their sales. 





@ So, if you are really good, and are looking for an opportunity equal to 
your abilities, inquire about a Franklin agency franchise. It’s an inside 


track to success. 
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When an ACUTE DEPENDENCY 

Insurance Situation 
Arises 











Kecommend The Travelers 
TRIPLE PROTECTION PLAN 


OF LIFE INSURANCE 











Why? Because it multiplies the 
beneficiary's dollars when 
the need is greatest. 


Consult a Travelers Life Dept. Manager or 
General Agent for information regarding 
Triple Protection Life Insurance Plans. 








*Where there's a growing family. 


THE TRAVELERS INSURANCE COMPANY 
HARTFORD, CONNECTICUT 
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Lively Rivalry 
foreseen on War 
Clause Easing 


Little Action Yet But 
Companies Are Studying 
Situation Closely 


NEW YORK—Company actions on 
war clauses promise to be a source of 
hot competition in the near future. 
What to do about war clauses has been 
the subject of much: thought but thus 
far relatively little has been done. Two 
companies have announced that they 
will not apply the clause below age 15 
and above age 45. One of the largest 
companies has authorized the payment 
of claims for natural deaths among pol- 
icyholders serving abroad with the 
armed forces even though its war clause 
like most others, is of the “status” vari- 
ety abroad and “results” in the home 
area. It may be that this action shows 
which way the wind is blowing. 

There is a wide divergence of opinion 
among selection officials as to what 
should be done, even after victory in the 
Japanese war. Some feel that war 
clauses should be in all policies regard- 
less of whether a war is going on or 
not. Others take the view that the 
main object of the war clause is to pre- 
vent selection against the company by 
those who rush to buy insurance when 
there is an imminent war hazard. One 
suggestion is that all policies should 
contain a war clause if issued below 
age 25, that would automatically go off 
when the assured reached 25 and that 
above that age there should be no war 
clause. 


Decision Not Clear 


What course the companies pursue in 
the immediate future will be governed 
to a large extent by public opinion and 
competitive factors, within the range of 
sound underwriting judgment. It is pos- 
sible that competitive considerations will 
not loom large, although it was cer- 
tainly the big factor in corralling the 
tremendous amount of extra business 
that was put on the books late in 1941 
before the war clause deadlines went 
into effect. 

In many ways it would be desirable 
to have the companies act in concert 
provided a fairly general agreement 
could be reached as to what should be 
done. However, despite the federal 
anti-trust law moratorium, the compa- 
nies are reluctant to take any action 
that might be construed as being in 
cahoots. 

The kind of international police force 
for maintaining world peace, if such a 
course is decided upon, may have some 
bearing on the inclusion of war clauses 
as a permanent feature. One view of 
underwriters is that if young American 
men are to be drafted for this type of 
work the war risk should not be ex- 
cluded. On the other hand, if they are 
not drafted and the American contingent 
of the international police force is filled 
y volunteers, it is believed that there 
would be more chance for anti-selection 
and hence the war clause should be in- 
cluded. 


G. I. Bill Advanced in Ohio 


COLUMBUS—The Ohio senate has 
Passed a bill to permit life companies 
to make G.I. loans. It has been re- 
ferred to the house committee on fi- 
nancial institutions. 





Taxes and Guertin Laws 
Taken Up at Chicago Parley 





Executives of a number of smaller 
life companies in an informal two-day 
conference held in Chicago this week 
arrived at an unofficial consensus on a 
number of important subjects, including 
taxes and the Guertin uniform valuation 
and nonforfeiture values bill. The views 
expressed were quite frank and extem- 
poraneous on topics, some of which are 
controversial and have caused and prob- 
ably in future will cause a diversity of 
opinion. Harry V. Wade, president of 
Standard Life of Indiana, issued the 
call and was chairman. 

It should occasion surprise to no one, 
it was said at the meeting, that com- 
pany and state officials are unable to 
reach unanimous decisions on the many 
questions including the matter of taxa- 
tion posed by the S.E.U.A. insurance is 
commerce decision. 


Consider Readjustments 


The group of companies represented 
at Chicago, composed largely of those 
yet in the building stage and operating 
in a smaller area than the whole United 
States, are considering what readjust- 
ments they must make in their own busi- 
ness to avoid the possible damage to 
themselves and their policyholders which 
may result from decisions taken at the 
national level. 

On the question of taxation they are 
inclined to a waiting attitude pending 
developments in courts and legislatures. 
They have given consideration to two 
formulas which give recognition to a 
distinction between domestic and foreign 
companies, between large and small 
companies, and companies operating in 
only a few states. 

Some thought this waiting attitude 
should preserve existing state laws until 
pending legislation should settle the 
validity of taxes levied at different levels 
on foreign and domestic companies. 
Others were of the opinion they should 
move in their several states toward uni- 
formity as between domestic and _ for- 
eign companies and seek a constitutional 
formula of classification as between 
small companies and those already na- 
tionwide in scope. 


Like New Jersey Formula 


The several formulas that have been 
proposed in amendment of present state 
laws were explored, and while the so- 
called New Jersey formula (which per- 
mits a company to pay premium tax 
upon only 122% of its taxable pre- 
miums if it writes that much of its to- 
tal premiums in the state) was generally 
conceded to assist the building com- 
panies, it was the sense of the meeting 
that each state must move to a solu- 
tion of its tax problem in the light of 
its local conditions. 

A strong feel ing was expressed 
against giving way to a “frenzy of fear” 
and passing anti- discrimination laws in 
the form of flat premium taxes through- 
out the country merely because of the 
S.E.U.A. decision. The whole question 
of whether such discrimination in tax 
places the matter under interstate com- 
merce and thus makes life insurance sub- 
ject to federal government regulation, 
still is unsettled and it was felt wise to 
await developments. 


Discrimination Not Prohibited 


It never has been the intent of Con- 
gress to relieve any corporation in inter- 
state commerce from its fair share of a 
state’s burden, it was stated. Many 
courts, including the U. S. Supreme 
Court, have held that a state tax law 
exempting domestic and taxing foreign 
corporations is constitutional. The com- 
merce clause in the constitution does not 


give Congress the right to “tax” but 
only to “regulate” interstate commerce, 
a prominent lawyer declared, and so it 
seems likely that unless the state tax 
law interferes with or impedes Congress’ 
right to regulate insurance it will not 
be held unconstitutional. Cases were 
cited to show that discrimination need 
not be unconstitutional. Statutes of many 
states are full of discrimination in many 
quarters, it was stated. 

States in which the flat premium tax 


statute has been passed just recently’ 


with the tax rate applicable equally to 
domestic and foreign companies, are: 


Flat Tax States Listed 


Arizona, 2%; Arkansas, 244%; Con- 
necticut, 134%; Georgia, Iowa, Maine, 
New Hampshire, each 2%; New Jersey, 
2% on insurance and 1% on annuities; 
North Carolina, 2%; Oklahoma, 4%; 
Oregon, 2%; South Dakota, 24% on 
insurance and 144% on annuities; Ten- 
nessee, 2% on insurance and 14% on 
annuities; Washington and West Vir- 
ginia, each 2%. 

Other states having a flat premium 
tax law and the rate are: California, 
214%; Colorado, 2%, with no tax if 50% 
of assets is invested in the state; Dela- 
ware 144%, with a bill pending to in- 
crease to 134%; District of Columbia, 
2%; Idaho, 3%; Louisiana, 1 7/10%, 
the tax being reduced a third if a sixth 
of assets is invested in the state; Mary- 
land, 2% on insurance and 1% on an- 
nuities; Massachusetts, Minnesota, Mon- 
tana, Nevada, Rhode Island and Ver- 
mont, each 2%; New York, 14%; Utah 
77 Virginia, each 244%; Wyoming, 
I lo. 

Exception was taken by a speaker in 
the meeting to the findings of Professors 
Noel T. Doeling and Edwin W. Patter- 
son of the Columbia University 
school expressed in a brief which was 
digested in the Feb. 2 issue of THE 
NATION AL UNDERWRITER, in which they 
stated, “Among the several distinctive 
doctrines developed by the (U. S.) Su- 
preme Court for the protection of inter- 
state commerce, none is more firmly 
established than that the states may not 
discriminate against interstate commerce 
in favor of local commerce.” It was said 
the decisions are by no means so con- 
clusive. 


May Serve as Nucleus 


It was suggested by another speaker 
that the gathering might well constitute 
a formal movement to protect the inter- 
ests of the smaller companies, many of 
whose problems are different from those 
of large companies, and also might pro- 
mote adoption of the New Jersey amend- 
ment through the states as a substitute 

(CONTINUED ON PAGE 19) 








South Carolinian Lives 
to Be Own Beneficiary 


Mutual Life of New York has 
paid Capt. John D. Jenny, 96-year- 
old resident of Fairfax, S. C., $2,000. 
He thus became his own bene- 
ficiary on two policies. The check 
was presented by W. S. Hendley, 
manager of the Columbia, S. C., 
agency of Mutual Life. Bene- 
ficiaries in the policies are a daugh- 
ter and a 2-year-old grandson, and 
Capt. Jenny indicated that they 
would get the proceeds. He is a 
leading citizen of Fairfax, one of 
the oldest Masons in the country, 
and continues to look after busi- 
ness affairs. 








law 


Safe Investment, 
Adequate Return 
Now Big Problem 


Life Company Financial 
Men Are Seeking Answer 
in New Fields 


One of the most engrossing questions 
in life insurance pertains to investments. 
It has been a live issue for some time 
and it becomes more engrossing as time 
goes on. Every company is confronted 
with the question of what to do with 
its money, how to invest it safely and 
yet get a return equal to the interest 
rate on which the reserve is based and 
if possible a little more. Some com- 
panies have been successful in obtain- 
ing mortgages at 444% or 5% but the 
government is a lively competitor and 
the life companies find themselves losing 
out in a large number of cases. 

The companies have been large pur- 
chasers of government bonds. These 
yield 244,% where the expiration date 
is 1962. If they buy the 1972 bonds, the 
yield is 214%. Thus they have felt that 
they could purchase extensive blocks 
and with their higher yielding bonds 
and mortgages they could level off their 
average yield so that they could main- 
tain the legal rate. There is a report 
that in future bond issues the interest 
may be reduced. In that case the prob- 
lem for the companies will be accentu- 
ated. 


Seek New Investment Sources 


Financial men connected with the 
companies are casting about more and 
more for new sources or avenues of 
investment that will come within their 
proper scope and be safe. Undoubtedly 
in the future there will have to be an 
expansion of the legislative program in 
this respect. The American Life Con- 
vention and the Life Insurance Associa- 
tion of America now have a joint com- 
mittee that is doing considerable re- 
search work in the investment field. New 
Jersey and Connecticut have liberalized 
their investment laws and it would not 
be surprising to see the states gradually 
come to realize that something will 
have to be done to help the companies. 

One outlet appears to be the purchase 
of income producing properties where 
the price is reasonable and the future 
seems roseate. To afford the companies 
the opportunity of owning real estate 
for income purposes, some departments 
have extended the time for getting rid 
of hi estate beyond the five-year pe- 
riod. 


Field of Housing Projects 


Just at present one of the most 
promising fields is that of housing proj- 
ects on a comparatively large scale. This 
is particularly true in the larger cities, 
as this method is being used to reclaim 
so-called slum districts where housing 
conditions are far from desirable. Some 
of the larger companies have gone into 
this field with considerable success and 
they are looking for new opportunities 
along that line. The smaller and me- 
dium sized companies would not be 
able to handle such projects individually. 
However, they do acknowledge that 
this is a very desirable form of in- 
vestment. 

The question arises as to whether 

(CONTINUED ON LAST PAGE) 








M 7 Life Is 
Opening Fourth 
Chicago Office 


Mutual Life of New York has opened 
a fourth agency in Chicago in charge 
of Henry W. Per- 
sons who has been 
in the home Office 
training department 


since 1943. He 
started with Mu- 
tual Life as an 
agent in 1934 in 
Covina, Cal., three 

years later being 
named district 
manager. In 1914 
he was appointed 


agency organizer in 
Los Angeles in 
charge of recruit- 
ing and_ training. 
Mr. Persons’ office will be at 1 
La Salle street. 

Mr. Persons’ appointment was an- 
nounced at a luncheon tendered the Chi- 
cago General Agents & Managers As- 
sociation by A. E. Patterson, executive 
vice-president Mutual Life. The move 
to establish the new agency came as a 
complete surprise to most of the guests. 
Mr. Patterson is a former Chicagoan, 
having been in charge of Equitable 
Society and Penn Mutual agencies there 





H. W. 


Persons 


North 


before going to Penn Mutual’s home 
office. The luncheon had a double sig- 
nificance as Mr. Patterson had been 


host to the Chicago general agents and 
managers at a luncheon at which their 


organization was launched some years 
ago. Samuel T. Chase, general agent 
emeritus of Connecticut Mutual Life, 


paid a tribute to Mr. Patterson on be- 
half of his former Chicago associates. 
3yron C. Howes, Berkshire Life, presi- 
dent Chicago association, introduced Mr. 
Patterson. 

Mutual Life’s accomplishments under 


the administration of President Lewis 
W. Douglas were reviewed by Mr. Pat- 


In addition to strengthening the 
financial setup, the agency organization 
has been revitalized, 3,000 contracts hav- 
ing been discontinued. 

J. Roger Hull, vice-president and 
manager of agencies, said that Mutual 
Life’s objective is to build an organiza- 
tion of full-time career men, although 
such a plan takes time and is not spec- 
tacular. He reviewed the training and 
re-training program, the new agents’ 
compensation contract which has been 
accepted by 90% of the $100,000 or bet- 
ter producers on a voluntary basis, and 
the modification of the managers’ com- 
pensation which has reduced costs 10% 
a year but at the same time has in- 
creased the opportunity for good pro- 
ducers. 

Mutual Life is experimenting with fi- 
nancing new agents and Mr. Hull ex- 
pressed the hope that by the time the 
war ends, his and other companies will 
have found a satisfactory solution to 
this problem. Supervisors’ compensa- 
tion has been revamped so they are paid 
for building actual manpower. 

Ben H. Williams, superintendent of 
agencies with Chicago headquarters, told 
of local development plans. Samuel 
Heifetz, John R. Hastie and Gifford T 
Vermillion, present Chicago managers, 
were introduced as well as W. G. War- 
ren, retiring clearing house manager; 
Roy Klager, his successor, and Roger 
Somers, midwest salary savings super- 
visor. Gilbert H. Scribner, Mutual Life 
trustee of Chicago, and R. S. Persons 
of New York, the new manager’s father, 
were guests. 

In conclusion, Mr. Patterson made a 
strong plea for cooperation in getting 
returning service men to conserve their 
Natienal Service Life. Mr. Patterson is 
chairman of the industry committee co- 
operating with the Veterans Adminis- 
tration. Although considerable work 
has been done through the company 
and agents association, the problem is 
dificult. Copies of the resolutions 


terson. 


_AANATIONAL UNDERWRITER 


Fulion Urges 
Enlightened Plan 
of Selection 


WASHINGTON — The District _ of 
Columbia Life Underwriters Association 
has elected the following officers: Pres- 


ident, H. Cochran Fisher, Aetna Life; 
vice- -presidents, William J. McCausland, 
Acacia Mutuai Life, and W. Neal Mc- 


Cord, Atlantic Life; directors, Messrs. 
McCausland, McCord, and Edward von 
Deck. 


The luncheon last week was addressed 
by James A. Fulton, president Home 
Life, and head of the Life Insurance 
Association of America, on the future of 
life underwriters and the maintenance 
and improvement of standards of the 
business in the post-war era. 

Guests included Dave E. Satterfield, 
L.I.A.; the presidents of District life 
companies, other company officials, H. 
E. Hilton, U. S. Chamber of Commerce 
insurance department, and heads of 
various local civic and other organiza- 
tions, 

Agent Determines Public Reaction 


“It is obvious from the amount of 
life insurance which the American peo- 
ple purchased that they have a keen ap- 
preciation of the value of life insurance,” 
Mr. Fulton said. “I doubt sometimes 
that they do have as keen an apprecia- 
tion of the tremendous social value of 
the sales forces of American life in- 
surance. Part of that is our own fault. 
People have a tendency to remember 
unpleasant things and forget experiences 
which are satisfactory. If you find a 
man who doesn’t think too well of life 
insurance underwriters as a group you 
will generally find a man who has had 
an unsatisfactory or unpleasant experi- 
ence with some individual life insurance 
salesman. 

“Returning servicemen will give Amer- 
can life insurance a great chance to add 
to its already fine sales organization and 
to have the pick of American manhood 


from which to choose. It would be a 

tragedy, indeed, if any company _ was 
aye 

tempted to revert to mass recruiting 


and unproduc- 
He sug- 


which proved so costly 
tive when it was tried,” he said. 
gested that those responsible for. the 
selection and direction of life insur- 
ance sales forces adopt five fundamental 
rules to guide them in their activities: 

Never to employ any man or woman 
unless by intelligent selective processes 
it seemed clear that he had the required 
degree of character intelligence and en- 
ergy to make it reasonably probable that 
he would succeed. 

Never to allow any representative to 
approac h a prospect until he had enough 
training to make sure that he could do 
the job intelligently. 

To see that every representative 
constant intelligent field direction. 

Never to start a representative except 
on a basis which would assure that he 
had an income which would keep him on 
a sound basis and enable him to main- 
tain his proper place in his community. 

To eliminate promptly any represen- 
tative who cannot justify a living in- 
come. 

“We face a period of great opportu- 
nity, but also a period of great respon- 
sibility, and I hope our business will 
live up to both the opportunity and the 
responsibility,’ he concluded. 


has 





passed by the associations have been 
distributd to American Legion and other 
veterans’ organizations. It will be es- 


sential to get all agents to cooperate. 


in the drive to keep National Service 
Life in force. 

Although it is plainly to the veteran’s 
own interest to keep his National Serv- 
ice Life in force, when large scale de- 
mobilization gets underway it will be 
difficult to inform veterans regarding _ 
the value of their insurance. Further- 
more, the Veterans Administration will 
be swamped with applications and re- 
quests for information and the veterans 


Former Tene of 
N.A.L.U., Premier 
Producer, Dies 


Oklahoma City, 54, 
Southern Life 


Tom B. Reed of 
top producer of Great 
and association 
leader, died in a 
hospital at Roches- 
ter, Minn. He was 
taken seriously ill 
en route to the hos- 
pital with his wife 
and daughter about 


a week ago. He 
was. seriously ill 
about a year ago, 


but recovered from 
that illness. At that 
time he sent out to 
his friends a typi- 
cally humorous an- 
nouncement cover- 
ing his various ailments. 

He went to Oklahoma City from 
Monett, Mo., as a youth and was a 
leader in the automotive field, as man- 
ager of the Markham Motor Company, 
before entering life insurance. For 
many years he was the leading pro- 
ducer of Great Southern Life. He was 
a life member of the Million Dollar 
Round Table, having qualified for 
membership for four successive years. 

He was elected a trustee of the 
National Association of Life Under- 
writers at the Cincinnati convention in 
1941 and later served again by appoint- 
ment to fill a vacancy. 

He was an unsuccessful candidate for 
insurance commissioner of Oklahoma in 
1938 against Jess G. Read, perennial in- 
cumbent of that office. 


Order Marks V-E 
Day Observance 


The New York City insurance district 
was pretty well demoralized on the As- 
sociated Press V-E day Monday and 
the official V-E day Tuesday. When the 
news reached the district about 10 
o'clock Monday morning people crowded 
the windows throwing out torn up tele- 





Tom B. Reed 


phone books, waste paper, adding ma- 
chine tapes and other forms of 1m- 


provised paper streamers. Outside one 
insurance office the sidewalk was cov- 
ered with tabulating machine punched 
cards, complete with data punched into 
them. It will probably be some time 
before it is discovered whether these 
contained important data or not. 

In spite of the paper flinging the tem- 
of the crowds in the insurance dis- 


per 1 
trict was fairly restrained, partly be- 
cause the news was not much of a 


surprise, partly because the word quickly 
got around that it was not yet official, 
and of course there was the realization 
among all but the most mercurial that 
the Japanese war is still to be won. 

Most insurance offices knocked off for 
the day by noon Monday. In some 
places it was sanctioned by the manage- 
ment, but in others the bulk of the staff 
simply walked out in a mood of celebra- 
tion and the bosses decided that they 
might as well shut up shop. Tuesday 
practically all offices opened for business 
as usual but many closed after the of- 
ficial announcement of V-E day by 
President Truman or else closed at noon. 

At the height of the celebration Mon- 
day morning delays were experienced 
in getting phone calls through but 
within an hour or so conditions were 
practically normal. 


The Pelican Club, composed of home 
office employes of Mutual Benefit Life, 
has elected John H. Trevenen, presi- 
dent; Gladys Merrill, vice-president; 
Margaret Slater, secretary, and Mahlon 
Bataille, treasurer. 





may become disgusted because of the 
physical impossibility of rendering 
prompt service. 
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for Serviceman 
May Be Problem 


Some of the insurance offices are apt 
to ask as to just what their procedure 
should be when office men return from 
service. The question hinges about the 
word “comparable.” The government 
orders employers to restore those re- 
turning from service to their old orf 
comparable positions. There may be 
considerable doubt in the minds of those 
returning as to whether another job 
offered is quite “comparable” to the old 
one. In a number of cases men enter- 
ing the service have been advanced and 
in their opinion at least are entitled to 
much better positions than they had 
when they left. If a man has improved 
materially, undoubtedly any employer 
will be glad to give recognition to that 
fact. 

One of the embarrassing features will 
be the return of a man who was not fill- 
ing his job acceptably. Any attempt to 
demote him would be resisted. It is 
generally agreed that no hard and fast 
rule can be laid down. Employers are 
all inclined to be fair and generous, 
They will do the very best they can. 
Each case will have to be treated on an 
individual basis. 

There seems to be a general feeling 
that those returning from the service 
have a certain amount of priority when 
it comes to filling positions; that is, if 
a position has been filled and the holder 
is doing a very acceptable piece of work, 
he may be replaced by the service man 
because the latter has priority. 

Another question arises as to those 
who are now in defense work, and es- 
pecially women. They left because they 
could get higher wages and the obliga- 
tion to restore them to their old jobs is 
not binding. However, all offices are 
anxious to get competent help and if a 
girl has been particularly useful, she will 
not have much trouble in being reem- 
ployed. One insurance office manager 
was asked what he would do in case of 
a girl who had been paid $100 a month, 
went into a defense industry at $150 a 
month but now felt that her job in the 
future might be insecure. She returned 
to her former office and sought employ- 
ment, and was willing to work at the 
old wages. The office manager said: 
“You bet, I would kiss the girl and take 
her back immediately.” 

One problem that has to be considered 
is that where women are employed who 
have husbands in service. In most cases 
they will want to have the family ex- 
chequer as well supplied as ever. There 
is a question as. to what kind of a job 
the returning serviceman will get. His 
wife will probably want to continue to 
work. Then the question arises as to 
whether she should be supplanted by 
some returning serviceman. 





Amend “Commerce” Suit in N. Y. 


NEW YORK—The suit which Charles 
Mendola, unlicensed agent for a non- 
admitted company, has brought against 
the New York department on ‘the ground 
that its curbing of his activities ‘consti- 
tutes an undue restraint on interstate 
commerce is being amended for the sake 
of clarification, as the result of an agree- 
ment between A. W. Arnold, Mendola’s 
counsel, and Assistant Attorney General 
McNulty, who is handling the New York 
department's defense. 

The suit originally alleged that three 
sections of the insurance law, including 
section 130 of article 6, constituted un- 
due restraint on commerce and went 
beyond the state’s legitimate police 
power. After consultation, however, 
counsel for both sides agreed that the 
issue would be more clearly drawn if 
all of article 6, which deals with the 
licensing and regulation of agents, were 
included in Mr. Mendola’s complaint. 
The suit was originally brought by Mr. 
Mendola alone, but later his company, 
American Farmers of Phoenix, Ariz, 
joined in the action. 


"Com parable” Job , 
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in Successful Agent's 
Life at N. Y. 


Five specific steps which can make 
the difference between mediocrity and 
success in the business were desribed 
by Judd C. Benson, manager home office 
agency Union Central Life, Cincinnati, 
in his address before the New York 
City Underwriters Association. These, 
he said, were: Find out your strongest 
points and capitalize on them; develop 
interviewing skill through constant drill; 
maintain a high morale; make yourself 
self-reliant, and keep before you the re- 
wards of success. 

Some agents, like the Indians who 
sold Manhattan Island to Peter Minuit 
for approximately $24 in 1626, miss a 
bet because of their failure to compre- 
hend or visualize their opportunities, he 
said. They lack ingenuity and resource- 
fulness in taking advantage of their op- 
portunities. They lack industry. Finally 
they lack a desire for a better way of 
life or a higher standard of living, he 
declared. 


Nominations Made 


The follow were nominated for offi- 
cers to be acted upon at the annual 
meeting June 14: David B. Fluegel- 
man, Northwestern Mutual, president; 
P. A. Collins, manager Metropolitan, ad- 
ministrative vice-president; L. L. Lif- 
shey, New York Life, public relations 
vice-president; B. A. Salinger, general 
agent Mutual Benefit, educational vice- 
president, and >. Ard, supervisor 
McKnight agency Connecticut General, 
treasurer. The nominating committee 
report was given by D. H. Ward, Union 
Central, immediate past president. 
Thomas Sterling, the new executive 
manager of the association, was intro- 
duced by G. P. Shoemaker, general 
agent Provident Mutual, president. 

New directors proposed are: John 
Joinier, John Hancock; R. E. Myer, Mu- 
tual Life; E. G. Cunningham, Metro- 
politan; J. J. Jerome, Sr., Guardian; S. 
L. Wolkenberg, Union Central; H. N. 
Sloane, Prudential; M. L. Wile, New 
England Mutual, all three year terms; 
and P. A. Quarto, John Hancock, one 
year term. 

Mr. Shoemaker said the association 
was still the largest in the country with 
1,825 members, compared with 1,750 
members for the Chicago association. 
The New York association is endeavor- 
ing to reach the 2,000 membership mark 
through the activities of its membership 
committee of which John Poinier is 
chairman. 

Despite the fact the meeting fell on 
V-E day, a large group turned out to 
her Mr. Benson’s splendid talk. Mr. 
Shoemaker extended his congratulations 
for working, despite the holiday. 

Glenn Dorr, general agent North- 
western Mutual, Hartford, will speak at 
the June 14 annual meeting. 

Mr. Fluegelman is with the Krueger 
& Davidson agency of Northwestern 
Mutual. His nomination for the presi- 
dency is tantamount to election at the 
annual meeting June 14. He has been 
associated with his agency and its pre- 
decessor the entire time he has been in 
the business, since 1931. He is a life 
member of the Million Dollar Round 
Table and a C.L.U. He is currently 
administrative vice-president of the as- 
sociation and delegate to the state as- 
sociation. He has also served as chair- 
man of the board of field underwriters 
and in other activities. Mr. Fluegelman 
is regarded as a hard worker and a man 
who knows where he is going. He 
graduated from the college of the city 
of New York in 1923. 


Seek Broader Investment Law 


MILWAUKEE—A bill sponsored by 
Wisconsin life companies would legalize 
investments in G. I. bill of rights loans, 
reconversion, newer industries such as 
aviation and the like, which could not 
qualify under present Wisconsin re- 
quirements. 





St. Paul Parley; 
Confer with Biddle 


The Office of Defense Transportation 
has approved the conference June 4-6 at 
St. Paul of the National Association of 
Insurance Commissioners, according to 
Newell R. Johnson, Minnesota com- 
missioner and president of the N.A.I.C. 

Local plans for the commissioners’ 
convention are well in hand with St. 
Paul and Minneapolis insurance leaders 
in charge of the arrangements. 

The St. Paul hotel has been reserved 
as convention headquarters and _ the 
business sessions and group meetings 
will be there. The social activities, how- 
ever will be scattered. These will open 
with a party Sunday, June 3, at 
Schmidt’s Rathskeller for the early ar- 
rivals. 

Top entertainment will be an ice show 
with the pick of the ice stars of the 
northwest performing. There will be 
at least one large dinner during the 
convention. 

Harold J. Cummings, vice-president of 
Minnesota Mutual Life, is chairman of 
the general committee and Henry Gu- 
thunz, vice-president of the Anchor 
Casualty, is chairman of the entertain- 
ment committee. A large group of 
Twin Cities insurance executives and 
agents are assisting in the arrangements. 

Commissioner Johnson left for the 
east early this week and will not return 
until about May 20. 


SEE BIDDLE THURSDAY 
WASHINGTON —A delegation of 


state insurance commissioners has an 
appointment to confer with Attorney 
General Biddle here at 11:30 a.m., May 
10. It is understood the subject of con- 
ference is state legislation and regulation, 
with relation to public law 15 and the 
Supreme Court decision in the South- 


Guertin Legislation Is 
Enacted in Pennsylvania 


Governor Martin of Pennsylvania has 
signed two bills embodying the Guertin 
legislation on reserves and non-forfei- 
ture values. Commissioner Neel spon- 
sored these bills after making a thor- 
ough study, including getting an anal- 
ysis from a committee of actuaries that 
he-named headed by E. W. Marshall, 
Provident Mutual Life; after getting the 
opinion of Dr. S. S. Huebner, insurance 
professor business school University of 
Pennsylvania; Judge James H. Gray of 
Pittsburgh and Dr. I. D. App, super- 
intendent of Dauphin county public 
schools, and after getting the opinion 
of department experts and the Pennsyl- 
vania Association of Life Underwriters. 





Dallas Backs Baumann 


The Dallas Association of Life Under- 
writers has endorsed the candidacy of 
Jul B. Baumann, Houston general agent 
of Pacific Mutual Life and trustee of 
the National association, for the office 
of secretary of the N.A.L.U. 








eastern Underwriters Association case. 

Some of the commissioners were re- 
ported desirous of obtaining the attorney 
general’s views before their annual 
meeting at St. Paul, June 4. While it 
was forecast at the Department of Jus- 
tice that Biddle would decline to say 
what laws the states should pass, it was 
believed he might indicate his views 
whether certain state laws, regulations 
or bills introduced legislatively meet 
tests in his opinion, applicable under 
public law 15 and the S.E.U.A. decision. 

Some commissioners reportedly believe 
this would be helpful in the task they 
have undertaken of attempting to secure 
legislation they deem satisfactory from 
their state solons. 

The federal legislation committee of 
the association holds its meeting in New 
York City beginning May 11. 


Civilian Deat 








Atlantic Coast, insured. 





Told on Shipboard 


One of our underwriters, now an Ensign in the Navy, on 
a ship in the Pacific, found himself in the position of giving 
life insurance advice to the ship’s surgeon although his rate 
book was 8,000 miles away. Standing on the wet and slippery 
deck, he told his shipmate so exactly what he needed in a 
program that when the ship landed on the West Coast the 
doctor hustled around to our office in the port and signed an 
application. More than that, he also had his wife, on the 


With an enthusiast like that aboard, it was no wonder that 
the ship’s crew had become 100 percent covered by the maxi- 
mum amount of National Service Life Insurance. 


A “curbstone-actuary” underwriter would have to have his 
rate book and a comparative compend with him. But the un- 
derwriter who knows needs and knows what life insurance 
‘an do can tell the story as long as his voice can outshout 
the winds and gales? And think of the motivation ready at 
hand everywhere in the theatres of war. 


Enthusiastic American life underwriters now in the armed 
forces, although at present unable to sell, are spreading the 
story of the advantages of life insurance to the four corners 
of the earth and the seven seas. 


THE PENN MUTUAL LIFE INSURANCE CO. 
ang ene 


INDEPENDENCE SQUARE, PHILADELPHIA 

















at New Low 


Metropolitan Figures on 
Industrial Policyholders 
Show Interesting Trend 


Deaths among Metropolitan Life’s in- 
dustrial policyholders, excluding deaths 
from enemy action, were 10% less in 
the first quarter, compared with 1944. 
This is slightly lower than the mini- 
mum established in the first quarter of 
the banner health year of 1942. 

_War deaths were nearly five times as 
high in the 1945 first quarter as in that 
period of 1944, which made the total 2% 
higher. Military deaths were 10 times 
as high as in the 1943 first quarter. 

Except for males of military ages, ac- 
cording to the company, the death rate 
among white persons in each section 
shows a marked decline of mortality at 
every age. 

Influenza and pneumonia deaths were 
at the lowest rates ever in this period 
of the year and had a salutary effect 
on mortality from chronic degenerative 
diseases. Diabetes and diseases of the 
heart, kidney and arteries registered 
sizable declines in mortality sufficient 
to erase not only the increase of 1944 
but also that of several prior years, 
according to Metropolitan statisticians. 
The tuberculosis death rate was 37.8 
per 100,000, 7.4% below the record low 
established in 1943. Principal com- 
municable diseases of childhood and 
syphilis, appendicitis and diseases of the 
puerperal state reached the lowest levels 
on record. 

In spite of declining motor vehicle 
fatalities, the war era has witnessed a 
steady increase in mortality from acci- 
dents, the company states, due largely 
to more men in service where the death 
rate from accidents is higher than in 
the civilian population. For motor ve- 
hicle fatalities the rate is with the ex- 
ception of 1943 the lowest since 1924. 
Suicides also established a new low rate 
for the first quarter. Homicides were 
up slightly from 1944. 





Two U.S. Solons Expected 
to Merge Mail Ban Bills 


WASHINGTON — Efforts of Rep. 
Hobbs, Alabama, toward legisiation to 
prohibit use of the mails in transactions 
of certain insurance companies alleged 
to be violating law will “probably amal- 
gamate” with a reported plan of Rep. 
Hancock, New York, in the same gen- 
eral direction, according to information 
from the former’s office. 

Hancock is absent from the city and 
reported ill. It is understood, however, 
that he has received many letters on the 
subject of such legislation. It could not 
be learned whether they are favorable 
or unfavorable. 

Hobbs is understood to expect further 
hearings on his bill, which was referred 
to the House postoffice committee, where 
a similar measure was bottled up last 
year. Hancock, spearhead in the drive 
for insurance legislation last Congress, 
might have his projected bill (if any), it 
is believed, sent to the judiciary com- 
mittee, of which he is an influential 
member. 

In that event, it is believed Hobbs 
might get behind a Hancock bill, in order 
to obtain action. 





Jeff. Standard Buys Radio Station 


Radio station WBT, Charlotte, N. C., 
has been purchased by Jefferson Stand- 
ard Life from the Columbia Broadcast- 
ing Company for $1,505,000, subject to 
approval of the FCC. 

Jefferson Standard for 12 years, has 
been interested in the ownership and 
operation of the North Carolina Broad- 
casting Company, which operates WBIG 
in Greensboro. 
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President Truman at One 
Time Was in Local Agency 
in Independence, Mo. 


President Truman was at one time 
interested in the local agency business 
at Independence, Mo. W. G. Snell, 
head of the agency and supply depart- 
ments of Springfield Fire & Marine at 
Chicago, recalled the name of the 
Truman-Barr Insurance Agency, and 
traced back the records. The agency 
was located at 204 North Liberty, In- 
dependence, and was appointed agent 
for Sentinel of the Springfield group 
July 12, 1927. Principals of the agency 
were Harry Truman and Robert W. 
Barr, both of whom also were officers 
of Community Savings & Loan Asso- 
ciation, in the offices of which the 
agency was located. Both Truman and 
Barr were judges of the Jackson county 
court. Mr. Truman was president and 
manager of the savings and loan firm. 

C. H. Mahn, state agent of Spring- 
field F. & M. at St. Louis, who was 
at the time special agent in western 
Missouri, made the appointment. In 
1929 the ‘title of the Truman-Barr 
agency was changed to Community In- 
surance Company with Truman and 
Barr continuing as members of the 
firm. 

Mr. Snell’s record includes a note from 
Mr. Mahn in 1927 stating that Truman 
and Barr are “good and_ substantial 
men” and that the agency connection 
offered considerable promise. 

Thus it turns out that Mr. Truman, 
like President Roosevelt, who was a 
vice-president of Fidelity & Deposit, 
had some insurance experience. 


Recruiting Conference Is 
Held in Chicago 


One of a series of conferences on re- 
cruiting was conducted this week in Chi- 
cago by Pacific Mutual Life. It was at- 
tended by general agents from the mid- 
west and a number of supervisors. W. 
M. Rothaermel, vie-president in charge 
of agencies, and Carter Bryant, field 
director, were present from the home 
office. 

They went to Chicago from Dallas, 
where a similar conference was held, and 
May 21-25 will conduct another gather- 
ing at Hot Springs, Va. In July similar 
meetings will be held at points on the 
Pacific Coast. 


Tex. Tax Bill in Conference 


Two bills equalizing taxes on domes- 
tic and foreign insurers have passed the 
senate and house in Texas, and differ- 
ences are now being adjusted in con- 
ference. 
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Research Bureau Agency 
Management Class Elects 
Williams as President 


The Life Insurance Sales Research 
Bureau’s 61st school in agency manage- 
ment has chosen as president John P. 
Williams, American College, Philadel- 
phia; vice-president, E. H. May, Phoe- 
nix Mutual manager, Hartford; secre- 
tary, Clifford W. Becker, New York 
Life agency director, Trenton; treasurer 
and sergeant-at-arms, P. D. Campbell, 
North American Life manager, Hamil- 
ton, Ont. 

The school under the direction of 

W. S. Chapman, director of service 
a the bureau, is being held at the Sea- 
view Country Club, Absecon, N. 
Other faculty members are James R. 
Adams, James E. Scholefield and Albert 
C. Trussell, all consultants of the Re- 
search Bureau. 

On the final day, May 11, Clifford L. 
Morse, assistant agency manager of 
Phoenix Mutual and a graduate of the 
bureau school in 1941, will give the bac- 
calaureate address. 





Equitable Gets Entire Penn. 
R. R. Bond Issue on Bidding 


NEW YORK—Believed to be the 
largest purchase of corporate securities 
ever made by an institutional investor, 
the entire series “G” general mortgage 
3% bonds, amounting to $52,981,000, is- 
sued by Pennsylvania Railroad, has been 
bought by Equitable Society. The sale 
was through competitive bidding, Equi- 
table bidding par and nosing out an 
investment banking syndicate headed by 
Halsey, Stuart, which bid 99.3988 and 
Kuhn, Loeb, traditionally Pennsylvania’s 
banker, which offered 99.383. The 
financing is subject to final approval by 
the Interstate Commerce Commission, 
but no hitch is expected. 

The bonds are due in 1985. The Se- 
curities and Exchange Commission sev- 
eral years ago ruled that utility financ- 
ing must be on a competitive bid basis 
and more recently the ICC set the same 
requirement for railroad financing of 
any sizable amount. The bonds are 
looked on as an excellent investment in 
view of the road’s present condition, the 
territory it serves, and its past record. 
For nearly 100 years, Pennsylvania has 
paid dividends on its common stock 
without interruption. 





The Texas bill permitting life com- 
panies to make loans to servicemen 
under the GI bill and authorizing them 
to invest in bonds of Canadian govern- 
ment units has been approved by both 
houses and sent to the governor. 


Indiana Leaders Club — 
Has First Annual Meeting 


INDIANAPOLIS—tThe first annual 
meeting of the Indiana Leaders Club 
was held here with an initial member- 
ship of 126. One of the requirements 
for membership is writing $250,000 of 
new business in 12 months. 

Eber Spence, Provident Mutual, presi- 
dent Indiana Association of Life Under- 
writers, sponsor of the club, presided 
and extended a welcome. Robert io 
Blakeman, Penn Mutual, chairman of 
the organizing committee, handled the 
business end of the meeting. 

Governor Gates of Indiana spoke at 
the luncheon. Alden C. Palmer, execu- 
tive secretary of the Indiana State Asso- 
ciation, presented certificates to the 
charter members. 


Elrod and Reiley Speak 


In the afternoon Milton Elrod, Jr., tax 
attorney, spoke on “Opportunities in 
Business Insurance’ and Edward L. 
Reiley, Cleveland, general agent of Penn 
Mutual Life, on “Leadership—a Chal- 
lenge. 

A social hour preceded the dinner at 
which Commissioner Pearson of Indi- 
ana expressed the desire of his depart- 
ment for cooperation with life insurance 
producers. 

A clever farce, “A Model Agency 
Meeting,” was put on by seven members 
of the Indianapolis association. 





Service Education Book Delayed 


WASHINGTON—With several hun- 
dred thousand men already discharged 
from the armed forces, and the army due 
for a reduction of 1,800,000 following of- 
ficial proclamation of V-E day, it is 
learned that the army education branch 
here and U. S. armed forces institute, 
Madison, Wis., will not publish before 
late summer a projected book for service 
persons informing them how to become 
established in small businesses in the in- 
surance and real estate line. 

This book, one of a series, has been in 
process under the direction of the com- 
merce department for many months. 
After its issuance to service persons it 
will be released to civilians, who may 
purchase it from the superintendent of 
documents here. 





The Philadelphia branch office of the 
companion companies, United Benefit 
Life and Mutual Benefit Health & Ac- 
cident, will move into larger quarters 
at 1430 Fidelity-Philadelphia Trust 
building on May 11, at which time open 
house will be held. This branch is 
under the managership of D. S. Walker, 


Mutual Benetit Reception 
at Newark Marks First 
Policy's 100th Anniversary 


Officers and directors of Mutual Bene- 
fit Life were hosts to more than 500 
business and civic leaders of Newark 
and vicinity at a luncheon reception in 
the company’s recreation room. 

There was no formal reception line, 
but President John R. Hardin, Vice- 
president Edward E. Rhodes and other 
officers of the company greeted the 
guests upon their arrival and visited 
with them during the reception which 
followed the luncheon. There were no 
speeches. 

The month of May was selected for 
this reception because in that month 
100 years ago the company wrote its 
first policy in Newark. It was placed 
on the life of Benjamin C. Miller, first 
secretary of the company, who lived to 
confound the mortality tables and re- 
ceive the full face value of his ordinary 
life policy in cash at the age of 96, 
During May in 1845 the Mutual Benefit 
Life wrote 58 policies. Today in an 
average month 2,500 policies are writ- 
ten. 

Because of wartime conditions, the 
company has limited the observance of 
its 100th anniversary to purely local ac- 
tivities. A nationwide convention of 
agents, scheduled to be held this month, 
was canceled some time ago when the 
transportation and hotel situation be- 
came acute. Instead, the Mutual Benefit 
Life is sponsoring individual meetings 
in the various agencies around the coun- 
try to mark the centennial and give 
formal recognition to the beginning of 
a second century of service. 





Industrial Conference Reports Gain 


Despite induction into service of 
many prospective assured, 80% of the 
company members of the Industrial In- 
surers’ Conference show increases for 
1944, Reports from 50 of 62 confer- 
ence companies show 23,018,565 policy- 
holders, as compared with 18,946,090 in 
1943; insurance in force Dec. 31, $4,- 
596,806,966 as compared with $3,760; 
707,127 at close of 1943; assets $658,904, 
001 against $549,216,705; number of 
agents 16,878 compared with 15,950. 


Cancel H.O.L.U.A. Meeting 


The annual meeting of the Home Of- 
fice Life Underwriters Association, 
which was originally scheduled -for this 
month, has been cancelled and will not 
be held until after the war with Japan 
is Over. 








with Paul B. Banks as associate man- 
ager of United Benefit Life. 
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(VICTORY OVER JAPAN) 


Morale and material spell Victory in 
Europe and Victory over Japan. 
The boys at the front know the 
people at home are whole-heartedly 
backing them up. 


J 


Morale and material spell Victory 
over Want in American homes. 
ONLI Fieldmen have weapons of the 
best and know a friendly Company 


is backing them. 


THE OHIO NATIONAL LIFE INSURANCE CO. 


Cincinnati, Ohio 
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dusttial Companies Show 
$21/. Million Increase in 
Ordinary Business in 1944 


NEW YORK—Major industrial com- 
panies had a total of $35,454,496,786 ordi- 
nary in force at the end of 1944, a $2,- 
498,880,262 gain for the year, according 
to a tabulation made by “The Industrial 
Salesman” which appears in the May 
issue of that publication. Ordinary paid 
for was at a five year peak of $3,723,- 
425,193 in 1944, compared with $3,442,- 
778,152 in 1943. Since 1939, the weekly 
premium companies have a gain of $8,- 
587,663,260 ordinary business in force 
compared to a gain of $11,291,101,501 
in a similar period for all other com- 
panies which had a total of $69,908,- 
232,342 ordinary in force at the close 
of last year. 

In addition to their ordinary busi- 
ness, the industrial companies had $27,- 
413,208,670 industrial insurance in force, 
a $1,455,687,517 gain for the year. In- 
dustrial writings dropped from $3,649,- 
110,022 in 1943 to $3,538,965,260 in 1944. 
The volume of industrial written has 
dropped steadily from the $3,923,049,628 
five year high in 1940. 


Figures of Leaders 


The tabulation shows the three largest 
industrial companies, Metropolitan, 
Prudential, and. John Hancock, had $31,- 
076,546,557 ordinary business in force 
Dec. 31, 1944, a $2,018,851,891 increase. 
Ordinary paid for last year was $2,949,- 
016,580, compared with $2,711,733,179 
in 1943. The three companies had $19,- 
202,009,619 industrial business in force, 
a $540,483,371 gain. Industrial written 
was $1,414,853,370, compared with $1,- 
497,223,671 in 1943. Since 1939, their 
gain in ordinary is $6,773,860,225, and in 
industrial $2,676,520,180. 

In addition to showing a five year 
summary for the industrial companies, 
the May Industrial Salesman ranks the 
30 leading industrial companies with the 
largest volume of ordinary in force, 
showing the increase for each company 
the past three years. It also ranks the 
50 leading companies by industrial in- 
crease, industrial written, total income, 
and admitted assets. Figures for weekly 
accident and health premiums and 
claims, industrial life premiums and 
claims, and ordinary premiums are given 
for the leading companies writing week- 
ly combination life, health and accident 
business. The tables follow those pub- 
lished in the April issue when the com- 
panies were ranked by industrial life 
in force and ordinary in force and in- 
cluded a table showing major items from 
the financial statements of 120 industrial 
companies. 





Strengthen Michigan's 
Retirement System 


LANSING, MICH.—Governor Kelly 
has signed a bill which for the first time 
places the state retirement system for 
public school employes on a_ sound 
actuarial basis. The measure provides 
a $3,200,000 appropriation to strengthen 
the present pension fund and provides 
that regular appropriations be provided 
in the future, biennially, up to 5% of 
the total fund, to match contributions 
by members of the public school sys- 
tem, and that sufficient additional funds 
be provided, if more are needed, to meet 
the pension burden found existent at the 
time. The new act also combines for 
the first time separate funds which had 
been maintained for teaching and non- 
teaching employes. 

The governor also has approved an 
act establishing machinery for cities and 
other smaller governmental units to set 
up retirement provisions for their em- 
Ployes through setting up a state-wide 
tund which would be in custodianship 
ot the state treasurer and would be 
Supervised by an actuary and would em- 
ploy a medical director. The plan for 
cities will become operative whenever 
not less than 10 cities having 250 or 
more eligible employes have decided to 
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units such as townships. 





_ Tax and Rating Bill in Ohio 


The bill introduced last week in the 
Ohio legislature to name a commission 
to study insurance rating and taxation 
and report in advance of the next session 
of the legislature, would create a nine- 
member commission, divided between 
senate and house, with the superinten- 
dent of insurance as member ex officio. 
The bill was introduced by Senators 
Adams and Bartunek. There would be 


$40,000 appropriated for the commission 
to carry out its study. Mr. Adams is 
an agent at Bowling Green and Mr. 
Bartunek an agent at Cleveland. 

The house insurance committee has 
reported out the Cantwell bill which 
would levy a premium tax of 2% on all 
insurers, foreign and domestic. The bill 
originally carried a rate of 24%. Out- 
of-state insurers now pay 2%4%, but 
several insurance companies have filed 
suit to stop collection of the tax on the 
ground that it is discriminatory under 
the Supreme Court decision in the 
S.E.U.A. case. Domestic companies 


now pay a tax of 2/10 of 1% on the 
capital and/or surplus, or 814% times the 
net direct premiums received on policies 
covering risks in Ohio, which ever is 
lower. 





Pa. Federation Elects 


The Insurance Federation of Penn- 
sylvania at its annual meeting in Phila- 
delphia elected Benjamin Rush, Jr., In- 
demnity of North America, president, 
and Frank D. Buser, Fidelity Mutual 
Life and W. B. Corey of Provident In- 
demnity Life, vice-presidents. 
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SUCCESSFUL FARMING selects, serves, satisfies the country’s first farmers . . 


Pre-war plan for postwar . . . Not a small city apartment, but a 








farm kitchen... Not a pipe dream, but already in use in hundreds of farm 


homes built just prior to the war . . . It’s factory-functional; a kitchen, 


proper, compact, step saving, with built-in cabinets, work level sink 


and range, mechanical refrigerator; a second room, with cream 


separator, churn, sink, refrigerator for milk, washing machine, 


mangle, deep freeze unit, canned food storage; and a third, where 


the men wash up, leave work clothes, muddy boots, tools . . . 


Time saving, work saving, is this new type kitchen... a 


high priority postwar project for which money is already in the bank— 


in tens of thousands of prosperous Midwest farm homes .. . and an 


index, too, of the huge new market and quick prospect file for alert 


agents in the farm homes of the Heart States, New York and Pennsylvania where 


. These SF 


farmers have the greatest investment, widest diversification, largest yield, highest cash 
income, the widest margin between income and expense today of any population group... . 
After five good years, with mortgages and debts down, savings at an all-time peak, 


pent-up demand, the country’s best farm audience is the best devélopment field for new 


life, fire and casualty business . .. And the medium that covers so much of it exclusively 


is the insurance advertiser’s best buy now. . 





. Details any office. . 


. SUCCESSFUL FARMING, 


Des Moines, New York, Chicago, Atlanta, San Francisco, Los Angeles 
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Tiowelers First Wiese s 
School Has 14 Students 


Travelers’ home office school has 14 
women enrolled in its first class exclu- 
sively for women life, accident and group 
insurance agents. They represent eight 
states and Canada. Oldest member is 
57, the youngest having become old 
enough this year to be licensed to sell 
insurance. 


Same as Course for Men 


The five-week course is the same given 
hundreds of men who have been trained 
since the school, the first in insurance in 
America, was started. Life and accident 
insurance are the principal subjects but 
casualty and fire lines are included. 

Some of the students have been house- 
wives, others taught school, a few were 
secretaries. One served as a hostess in 
a big city restaurant, one has represented 
the company nine years. Three have 


been employed in Travelers branch 
offices. 

One young woman is the widow of a 
pilot killed during the war. He attended 
the school in 1937 and prior to entering 
service represented the company. Five 
are widows of former insurance men. 
Three have been left active, prosperous 
agencies and rather than sell them, are 
taking over the business. 

One woman, the wife of a marine 
corps sergeant, is serving as conservator 
for her husband’s account during the 
war. Another, the mother of three 
grown children, has decided to join her 
husband, a successful agent, in the busi- 


ness. 





To Discuss Personnel Problems 


Miss Louise M. Newman, personnel 
director of Northwestern Mutual Life, 
will discuss selection of white collar 
workers at the personnel conference of 
the American Management Association 
in Chicago May 15. 





“freedom from want”. 


living. 


HOME OFFICE 





POST WAR PLANS 
...and the Life 


Insurance Salesman 


Reconversion will probably bring numerous 
problems as yet unthought of. But of this you 
can be certain. Life Insurance will remain an 
important factor in the economic stability of 
the American family, and you Life Insurance 
Salesmen will play a vital role in the indi- 
vidual’s plans for a fuller realization of 


Pent up spending power will likely be di- 
rected toward the acquisition of the commodi- 
ties of daily living . . . homes, cars, refrigera- 
tors, furniture and the multitude of other items 
which are part of the American standard of 


In this maelstrom of “denied human desires 
being fulfilled” you will be confronted with 
the problem of convincing the American 
buyer that he must... if he hopes to continue 
enjoying “freedom from want” 
this protection of the future, just as he is in 
the comforts of daily living. 


We of the Great Southern have every confi- 
dence that the Life Insurance Salesman will, 
as usual, measure up to the task of making 
the effectiveness of life insurance felt most 
broadly. Surely, those associated with the 
Great Southern will have every home office 
support and cooperation which thirty-five 
years of service can contribute to their efforts. 


GREAT SOUTHERN 
LIFE INSURANCE COMPANY 


L. S. ADAMS, PRESIDENT 


... invest in 


HOUSTON, TEXAS 








Navy Man to Conduct 
Social Security Study 


WASHINGTON—The House ways 
and means committee job of studying 
social security has been inaugurated 
with selection of Lt. Commr. Leonard 
J. Calhoun, USN, as chief of staff. De- 
tailed by the secretary of the navy at 
the request of Committee Chairman 
Doughton, Commander Calhoun worked 
with the Senate finance committee on 
social security legislation in 1935 and 
later with the Social Security Board. 

He was board assistant general coun- 
sel during the early days of old-age and 
survivors insurance, and later in charge 
of certain work with respect to legisla- 
tion and litigation. In 1939 he worked 
with the ways and means and finance 
committees in connection with amend- 
ments to the sccial security act. He 
has also handled legislative matters for 
the Federal Security Agency. Com- 
mander Calhoun has served in the navy 
about a year and a half. 

Already begun under his direction 
have been studies of costs of old age 
and survivors insurance. It is recog- 
nized that cost data is necessarily basic 
in considering social security amend- 
ments or revision, especially with rela- 
tion to the freezing or non-freezing of 
social security tax rates. Prospective 
annual costs of social security and the 
best way of financing the system are es- 
sential parts of the same picture. 

As soon as the ways and means com- 
mittee is able to turn from reciprocal 
trade legislation, it is planned for atten- 
tion to be given by its members to for- 
mulating a detailed program for the so- 
cial security study and selection of a 
staff to carry it out. 

Meanwhile, it is understood, two well 
known actuaries will be employed; one 
or more advisory groups will probably 
be set up on various aspects of the prob- 
lem the committee will study, and per- 
sons actively interested in the matter, 
such as M. Albert Linton, president of 
Provident Mutual, will be consulted. 

The actuaries are Rainard B. Robbins, 
vice-president and secretary of Teachers 
Insurance & Annuity, author of a book 
on railroad social insurance; and. George 
W. K. Grange of Metropolitan Life. 

The committee staff will be joined 
this summer by Col. Al Fletcher, former- 
ly director of North Carolina unem- 
ployment compensation commission, 

iW, Chamber of Commerce repre- 
sentatives are understood to have 
strongly recommended M. Albert Lin- 
ton to serve the committee in an advis- 
ory capacity. He is recognized as an 
authority on old-age and survivors in- 
surance. 

The committee’s chief of staff, Com- 
mander Calhoun, is reported seeking 
arrangements to have made a _ cost 
analysis of OASI and possibly other 
phases of social security. He expects as 
does the committee to rely largely upon 
recommendations of advisers yet to be 
named as to the scope and direction of 
the social security study. However, the 
present outlook is that OASIT is being 
tackled as the first big problem before 
the committee. 


Todd Agency Now Has $1,400,000 


Total business of $1,126,000 on 111 
lives in its 13th month since organiza- 
tion was reported by the John O. Todd 
agency of Northwestern Mutual Life 
in Chicago. Paid for volume was $569,- 
600, a record, making total paid for this 
year $1,400,000. Alvin H. Ulrich in 
his fifth month paid for $73,500; Willis 
M. Foss in his second month for $39,- 
000; Malcolm D. Vail, “millionaire,” 
for $85,000. The agency started from 
scratch March 1, 1944. 





Illinois Convention Bill Passes 


The Illinois bill to permit fraternal 
officers to postpone conventions of mem- 
bers and to leave existing officers in 
office during the period of ODT limita- 
tion on travel and conventions due to 
war emergency, has been passed by the 
legislature. 


No Double naan Under 
Policy with War Clause 
DES MOINES—The Iowa supreme 


‘court has held that double indemnity 


payments are not recoverable on a pol- 
icy containing a war clause, even if the 
insured dies accidentally while serving 
in ths army. 

Mrs. Feuka G. Eggena of Floyd 
county brought suit against New York 
Life to recover $1,000 double indemnity 
benefits on a policy taken out by her 
son, Charles Lichtsinn. 


Killed in Tank 


The son was killed while riding as an 
observer in a government tank while in 
training at Camp Chaffee, Ark. The 
mother claimed the son’s death was ac- 
cidental. 

The supreme court said the trial court 
properly held that double indemnity 
payments are not recoverable where the 
records show without dispute that in- 
sured’s death resulted from an accident 
while in line of his official duties. 


Metheny Is Slated for 
Pittsburgh President 


PITTSBURGH —C. Brainerd 
Metheny, manager Fidelity Mutual, has 
been nominated as president of the 
Pittsburgh Association of Life Under- 
writers, Robert A. McKean, Jr., Berk- 
shire Life, and M. Jay Ream, general 
agent Mutual Benefit Life, are slated 
for vice-presidents, and Harold S. 
Brownlee, general agent Equitable Life 
of Iowa, as treasurer. Nominees for 
directors are: Norman Adamson, New 





England ea Harry H. Chase, 
Aetna Life; W. Barry, Sun Life of 
Canada; Seeds W. Cannon, State 


Mutual: Louis F. S. Cook, Canada Life; 
Paul S. Mechling, Phoenix Mutual, and 
J. Mark Young, Metropolitan Life. 

The association Friday will have a joint 
dinner with the Corporate Fiduciaries 
Association of Allegheny county, spon- 
sored by Pittsburgh Life Insurance & 
Trust Council, and a one act drama, 
“A Prospect Returns from the Grave,” 
is being presented. 


Martin to Medical Mutual 


Eugene L. Martin, chief examiner in 
the Ohio insurance department, has re- 
signed to become manager of the newly 
organized Medical Mutual of Cleveland. 
He has been with the department 17 
years. 


Legislative Review Bill Vetoed 


LANSING, MICH.—Michigan insur- 
ance department rulings, in common 
with those of other state administrative 
agencies, will not be subject to legisla- 
tive approval following their promulga- 
tion as a result of Governor Kelly’s veto 
of a bill which would have required that 








each such rule or regulation be affirmed ° 


at the next subsequent legislative ses- 
sion, 

Governor Kelly commended the legis- 
lature for its timely rebuke to the spread 
of bureaucracy and declared that pass- 
age of the act had served a “worthwhile 
purpose is giving notice to all state ad- 
ministrative agencies to use power 
granted to them in a practical and proper 
manner.” He considered the act, how- 
ever, an unnecessary law from any other 
standpoint than as a warning and noted 
its actual effect would be only to create 
confusion and uncertainty. 





Hyman Qualifies as Millionaire 


Emanuel A. Hyman, Mutual Life, 
N. Y., Baltimore, has qualified for the 
Million Dollar Round Table for 1945, 
Manager R. C. Wonderlic has an- 
nounced. Mr. Hyman joined Mutual 
Life in 1934. Mr. Hyman has quali- 
fied for Mutual Life’s. Field Club for 
11 consecutive years. In 1935, he was 
vice-president for the Atlantic division, 
president in 1939, honorary vice- presi- 
dent in 1940 and 1942, vice-president in 
1943 for the southeast division, an 
honorary vice-president in 1944. 
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Tyro Learns Sales Talk in 
20 Minutes by New Method 


NEW YORK—The young woman 
from the Waldorf-Astoria’s cashier’s de- 
partment was attractive and intelligent 
but when they brought her up on_ the 
stage in front of 100 or so Metropolitan 
Life managers she knew little about life 
insurance and nothing whatever about 
selling it. Yet, after only 20 minutes of 
instruction by the method which Metro- 
politan is introducing, she was able to 
present the get-acquainted sales talk in 
a convincing and confident manner. Her 
performance was dramatic testimony to 
the value of the training method which 
Metropolitan has just finished teaching 
to all its managers under the jurisdiction 
of the New York head office. 

This program is based on the prin- 
ciple that training—and that means 
everything that is done to help the 
agent in his efforts to be successful in 
his work—is the responsibility of the 
manager. The manager can delegate au- 
thority to his assistant managers but 
the responsibility for results is still his. 
At the same time because of the vital 
role that the assistant managers have in 
the training program they will be put 
through the same intensive schooling 
that the managers have been receiving. 


No Place for Alibis 
Readers who are familiar with the job 


instructor and job relations training 
methods developed by the _ training- 
within-industry program of the War 


Manpower Commission will recognize 
points of similarity in Metropolitan’ s 
course but this is largely due to the fact 
that the same realistic, straight-to-the- 
mark type of approach characterizes 
both programs. Like the T.W.I. plan, 
it is fundamental with Metropolitan’s 
program that if the agent hasn’t learned 
the instructor hasn’t taught. There is 
no place for the alibi that the agent is 
no good or didn’t apply himself. 

Metropolitan’s program is built 
around the key word “PEDOS.” This 
synthetic word is composed of the ini- 
tial letters of the following five main 
steps: 

Prepare yourself to instruct. 

ae what you are going to do and 
why. 

Demonstrate to the agent what he is 
to do. 

Observe how he performs. 

Supervise to see that he continues to 
do as he has been taught. 


Organizing Material Is Vital 


Step number one may appear some- 
what superfluous but like all the others 
it is vital. No matter how well an in- 
structor knows his subject he must or- 
ganize his material in advance so as to 
know exactly what he is going to pre- 
sent and how. While he must be sure 
to include all the essentials that he is 
trying to put across there is even greater 
danger that he will try to teach too 
much, to fill the student with more than 
he can absorb. When that happens the 
apprentice becomes confused and _ is 
likely to miss out not only on certain 
phases but to become confused about the 
whole procedure. 

Explaining to the new agent what you 
are going to do is also important and 
perhaps even more essential is explain- 
ing why. Teaching is very largely a 
selling process and it is estimated that 
a big majority of failures to learn are 
due to lack of explanation as to why a 
certain thing is done. It is necessary 
to get the learner into partnership or 
the important factor of cooperation will 
be missing or weak. 


KNOT IS USED 


_ As in the T.W.I. job instructor train- 
ing course, Metropolitan’s course uses 
the fire underwriters’ knot to show that 
explanation by itself is not enough. This 
not is used in electric wiring installa- 
tions and must be tied in a certain way 








if the job is to pass inspection. The in- 
structor shows the class of trainers a 
piece of wire and explains in detail ex- 
actly how toe tie an underwriters’ knot. 
But no matter how carefully he does so 
there is rarely one person out of a class 
who can then tie the knot. However, 
after explaining the purpose of the knot 
and why it must be tied in a certain way 
the instructor then demonstrates to the 
student just how to tie it, taking care to 
stand alongside him rather than oppo- 
site so that the student sees the knot 
tied exactly as he will tie it himself. 


Observation and Correction 


The explanation and the demonstra- 
tion are both essential. A trainer who 
relies entirely or unduly on explanation 
alone is frequently heard saying in 
despairing tones, “I’ve told him and told 
him and told him and still he hasn’t 
learned.” On the other hand, the trainer 
who merely shows the new man how 
without explaining to him the purpose 
and the necessity for doing the opera- 
tion in a particular way is frequently 
heard to exclaim, “I’ve shown him and 


shown him and shown him but still he 
doesn’t do it right.” 

After the job has been explained and 
demonstrated to the new man the next 
step is to let him do it himself and ob- 
serve him and correct his mistakes. 
After that, if the first four steps have 
been well handled, there is not much 
difficulty in supervising him to see that 
he stays on the right track. 

It was the application of this five- 
step “PEDOS” method that made it 
possible for a young woman picked 
more or less at random out of a hotel’s 
clerical staff to learn a sales talk so as 
to be able to present it convincingly 
within so short a space of time. The 
first step was to talk to her about life 
insurance and explain its importance. 
She was told the purpose of her call and 
the significance of each step and each 
statement she was supposed to make. 

No less important than the actual 
training process is the value of these 
schools in winning the support of the 
managers, stimulating their thinking and 
inculcating the principle that training is 
an individual problem. It is brought 
home to the managers that they are re- 
sponsible for successful training of 
agents in their offices, a recognition of 
the training process being more than 
just setting men up to write business, 
and the need of developing assistant 
managers who will be the real trainers. 


It is brought out that the assistant man- 
ager who merely goes out and writes 
some business for an agent who has 
gone into a slump provides no real and 
permanent help for the agent for it is 
just a matter of expediency, teaching 
the agent nothing and helping him only 
to the extent of providing him with a 
little more money than he would other- 
wise have had. 


Manager a Want-Maker 


The manager must be a want-maker 
who will seek out the avenues of ap- 
proach to the agent’s cooperation. The 
successful trainer must realize that his 
authority gives him no rights and that 
he must proceed by getting cooperation. 
Agents do not want to be trained but 
they do want the skill that is useful to 
them in realizing their objectives. The 
successful agent achieves success by 
taking, consciously or ae the 
following steps: (1) he sets up and 
works out definite goals; (2) he reviews 
his progress regularly; (3) he carefully 
plans his further progress; (4) he ac- 
tually carries out his plans. It is a rare 
man who can do all this by himself, so 
he seeks help. The object of the trainer 
is to help the agent in each of these four 
successive steps but if the trainer is to 
do this successfully there must be a 
sound working relationship, the agent 

(CONTINUED ON PAGE 18) 
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Funds marked for retirement find safe harbor 
in the LNL 5 Star Annuities. 


These contracts provide Retirement annuities 
either par or non-par with optional maturity dates. 


The insured may elect to receive his income at 
any age between 50 and 70. Also available in these 


The Lincoln National 


Fort Wayne 1 





SAFE HARBOR 


contracts is 


the survivor.” 
They are offered 


under today’s 


Indiana 





More Than One and One Half Billion of Life Insurance in Force 


“the Optional Settlement at maturity 
as a joint life annuity with two-thirds payable to 
High cash values make the 5 Star 
Annuity attractive to many classes of buyers. 


LNL men find this contract eminently salable 
conditions. 


Life Insurance Company 
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Close Supervision 
Essential in Adding 
New Men to Stattf 


NEW YORK—Although some gen- 
eral agents say they have given up in- 
ducting new men for the duration be- 
cause of the manpower problem, it can 
be done successfully if the general 
agent and supervisor are willing to 
spend long hours in the field with the 
men, supervise them closely, and 
probably work harder than they ever 
have before. One of the larger compa- 
nies has two agencies which have been 
very successful in this respect, one in 
a large metropolitan area and the other 
in a small southern city. One of the 
agencies has had considerable success 
with 4F men who have been rejected 
by the armed forces for minor physical 
defects. 


Must Be Given Right Start 


A major factor in successful induc- 
tion is to bring the men into the agency 
in small enough numbers so that they 
can be thoroughly grounded in the fun- 
damentals of the business and given 
the right kind of a start. Undoubtedly 
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one of the most prolific sources of 
turnover in the past has been the prac- 
tice in many companies to assign a 
quota of a certain number of new men 
to each agency who must be inducted 
into the business by the end of the 
following year. Often the pressure on 
the general agent is so great toward the 
end of the year that he will take on 
any men in order to make his quota. 


Effect of Close Supervision 


A general agent who has given much 
thought to the subject says undoubt- 
edly one of the major factors in the in- 
creasing ordinary production from in- 
dustrial men is the close supervision 
they receive in their work on their 
debits. The assistant manager spends 
most of his time with his staff in the 
field and assists the men in making their 
ordinary calls. He is a trouble shooter 
who is always ready to help when the 
industrial man has his difficulties and 
problems. In the ordinary field, the re- 
lation between the supervisor and the 
agent is not as close. The ordinary 
agent may even resent it if the super- 
visor should give assistance in many 
cases because he feels that it is his own 
business how his cases are handled. 

In the industrial companies the agent 
naturally looks to the assistant manager 








done. 
the field underwriter. 


a continuous process. 


standard procedure. 
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variations. 
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Commentary 


OUR SEVEN TRAINING 
PRINCIPLES 


Recognizing that a sales force is as stable, efficient 
and productive as it is trained to be, The Common- 
weath subscribes to the following underlying prin- 
ciples in its training program: 

1. It is the responsibility of the company to train 
its managers, to furnish adequate training equipment, 
to definitize the training process, and to supplement 
the manager’s training work and see that his job is 


2. It is the responsibility of the manager to train 
3. Training is not a one-time performance but 


4. New-man training should put the new man into 
production as quickly as may properly be done. 


5. Training is more than teaching. 
imparting knowledge, plus building habits and skills, 
plus building the right attitude. 


6. Training should have a central theme. It should 
develop the agent’s ability to use simple, positive, 


7. Training should recognize varying capacity 
and aptitude, and should be graduated to meet such 
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for help. He learns from the start that 
the assistant is there to help him with 
his problems and he is accustomed to 
have the assistant accompany him on 
his calls. 


Insurance Woman Orginator 
of Mother's Day 


In view of the special interest which 
attaches to Mother’s Day this year be- 
cause of President Truman’s proclama- 
tion calling for special V-E day prayers 
on that day, it is interesting to recall 
that an insurance woman originated the 
idea of having a special day each year 
set aside in honor of mothers. She is 
Miss Anne Jarvis, who was employed 
by Fidelity Mutual Life’s home office in 
the “literary” department, which was the 
predecessor of the present advertising 
and publicity department. She left about 
the turn of the century but it was not 
until a few years later that she origi- 
nated the Mother’s Day project. 

Miss Jarvis still is living, being now 
in her 80s, and resides in a home for 
aged women in Philadelphia. At one 
time some years ago she was in severe 
financial straits and it was suggested by 
some that the florists and candy manu- 
facturers might appropriately have come 
to her rescue in view of the extra profits 
which her idea brought to them. Actu- 
ally, however, it was a group of friends 
in the musical world who provided the 
necessary financing and got her into a 
home. 





Classified Advertising 


Some of the Chicago general agents 
have been interested in the attitude of 
daily papers regarding advertising for 
agents on a commission basis. It is well 
known that the publications are con- 
fronted with a serious problem on ac- 
count of the paper shortage. However, 
general agents do not see a reason for 
the sharp distinction in classified adver- 
tising. An office desires to insert an 
advertisement for agents. The adver- 
tiser is told that he can have a limited 
space which is mentioned. If an ad- 
vertiser is seeking a manager or some 
high official he can get a much larger 
space. The general agents feel that 
they are discriminated against unduly. 
Now and then newspaper want ads of 
this character get returns. As a gen- 
eral rule, however, most general agents 
will agree that there is but slight re- 
sponse. 


Chicago Conditions Improved 


Chicago offices seem to think that the 
life insurance conditions have improved 
very materially the last five or six years. 
There has been much less rebating and 
twisting. Agents seem to have a far 
better conception of their calling and the 
result has been more dignity and re- 
spectability. The old time December 
rebating campaigns, when high pressure 
was used to develop new business, have 
been abandoned. The _ professional 
twisters are almost all dethroned. 

A number of years ago when a new 
company established itself in Chicago, 
especially a medium sized or a small 
one, it became immediately a target for 
those who desired to get insurance on a 
poor risk, that had been turned down 
by all acquainted with the case. New 
offices were tried out. There was temp- 
tation to become somewhat liberal and 
accede to pressure in order to make a 
showing. 

It appears now that life insurance pro- 
duction work in Chicago has assumed 
a much more dignified position. Agents 
are better trained. They have been 
schooled to study the needs of pros- 
pects and they have built a more per- 
manent clientele. The lapse ratio es- 
pecially at the end of the first year is 
much less. 


Pa. Equities Bill Fails 

Some of the Pennsylvania life com- 
panies are disappointed at the failure 
of the legislature to pass the bill per- 
mitting the investment of 10% of assets 
in preferred stocks. It passed the 








—* LAST WEEK WE HAD 
THE PLEASURE OF A VISIT 
WITH HAMPTON H. IRWIN, 
EDUCATIONAL DIRECTOR, 
MASSACHUSETTS MUTUAL, 
WHOM WE HAVE KNOWN 
FOR MANY YEARS. 


house but died in the senate. Pennsyl- 
vania companies may invest surplus 
funds in stocks, but there was con- 
siderable interest in expanding the op- 
portunity to acquire equities. 





Guardian Modifies War Restrictions 


Guardian Life has eliminated certain 
war risk restrictions from new issues, 
Specifically policies issued on civilians 
will be without war or aviation rider ex- 
cept to male applicants between 15 and 
29 inclusive and applicants where spe- 
cial hazard exists on acount of avia- 
service or foreign travel. 

Guardian Life is the first company to 
lift wartime restrictions from _ policies 
issued since V-E day. Telegrams an- 
nouncing the action were sent to all 
Guardian agencies. 





Taylor Chicago Manager 

F. W. Taylor, Peoria, Ill., manager 
of Western & Southern Life, has been 
advanced to manager of the Chicago 
district. The transfer was announced 
by Charles F. Williams, president, at 
a meeting of the Peoria staff. 

Herman Ziegler, Springfield, who has 
just returned from 23 months service 
with the marines in the South Pacific, 
succeeds Mr. Taylor in Peoria. 





HAMP CAME TO REVIEW 
THE EXPERIENCES of his 
company’s study group in R & 
k’s Tax and Business Insurance 
Course. This he found in good 
order; the students regular in 
their schedules, business writ- 


ten, sights lifted, results se- 
cured, 
THE INDIANAPOLIS AS- 


SOCIATION asked Hamp to 
take over the May meeting. 
His talk was sound and inter- 
esting, highlighted by these two 
ideas : 


“PROSPECTS DON’T TALK 
ENGLISH,” he said, but rather 
a peculiar double talk in which 
no matter the words, the theme 
is, “Go away and don’t bother 
me. 


SALESMEN MUST DO THE 
THINGS FOLKS DON’T 
LIKE — interrupt them, ask 
personal questions, perstwade 
them to change their budgets, 
and ask them to act. If this is 
true, then Hamp suggested that 
we handle these points as grace- 
fully and as_ inoffensively as 
possible. 
x Ok 


THANKS FOR WHAT YOU 
GAVE US, HAMP, AND COME 
AGAIN WHEN YOU CAN. 


PAUL SPEICHER 
Managing Editor 
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Nazi Leaders’ | 


Insurance Studied 


WASHINGTON — Neither the alien 
property custodian nor the Treasury De- 
partment has information to divulge 
concerning whether or not Nazi “big 
shots” have salted down large amounts 
in life insurance policies in American 
and other companies. Recent newspaper 
stories have reported that Marshal Goer- 
ing has $4 millions of such insurance. 
Other Nazi leaders, such as Dr. Goeb- 
bels, von Ribbentrop, Himmler, Rudolf 
Hess, and Robert Ley, were reported 
to have millions in insurance in a num- 
ber of countries. It was said such poli- 
cies would probably be endowments. 

Inquiry at the APC office was re- 
ferred to the Treasury Department’s 
“frozen funds” division. There officials 
said holdings of Nazi leaders were 
“pretty well covered up.” 

In 1941 a census was taken by the 
Treasury of foreign investments in the 
United States. German assets in this 
country had been frozen about that 
time. Officials “presume” that Nazi life 
insurance policies would have been 
taken out before then. Such policies do 
not lend themselves to concealment, it 
was indicated. 

In the census of foreign investments 
in this country, it was stated, American 
insurance companies were required to 
report such investments in insurance 
policies of $1,000 or more, on a cash 
surrender value basis. A “considerable 
number” of reports were obtained from 
insurance companies, Treasury officials 
said. The names of policyholders would 
appear thereon, they indicated. 

However, it was pointed out that in- 
formation about life insurance policies is 
usually considered confidential. Offi- 
cials expressed doubt that data about 
individual cases of insurance holdings 
could be made public under the condi- 
tions of the census. Data in the reports 
received from insurance and_ other 
sources were compiled and classified, 
only total figures being published. Any 
data obtained in the census are consid- 
ered confidential by officials unless, they 
say, some good reason is shown why 
they should be published. 





Principles Stressed 


by Schmidt 


NEW YORK—The average life in- 
surance man probably is getting a 
warped viewpoint of the business be- 
cause of new gadgets such as pension 
Plans, business and tax insurance, H. 
Arthur Schmidt, general agent New 
England Mutual Life in New York 
City believes. The bulk of life in- 
surance still is sold to the prospect by 
appeal to the love of family or desire for 
security in old age. 

It isn’t what the agent knows that 
makes him successful, it is how he uses 
what he knows. While knowledge is 
power, unused, knowledge is unhar- 
nessed power and adds to confusion. 

The tendency with most supervision is 
to cram the agent full of ideas and get 
away from the fundamental, simple 
things. He gets mental indigestion. It 
1s important to eliminate some ideas. 
Not all agents can sell business insur- 
ance and pension trusts. Most supervi- 
sion confines itself to supervisory effort 
and does not concentrate on getting the 
agent to do the few necessary things 
which everyone knows must be done. 


Tries Unusual Experiment 


An interesting experiment was made 
by Mr. Schmidt at an agency meeting. 
He took the last 10 cases closed by each 
agent and wrote the assured’s names 
down one end of a long sheet of paper. 
The rest of the sheet was ruled into 16 
columns with headings such as source 
of contact, motivating sales idea, other 
insurance carried, ask for prepayment, 
did social security benefits enter into 
sale, situation as to insurance on wife 
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and children, picture of general estate, 
all fundamental principles. The names 
then were folded under. Agents were 
asked to write what they did under each 
heading, then turn up the names and 
grade themselves, allowing 10% for each 
of the 10 key questions. The grades av- 
eraged 40%. It is absolutely essential 
to take inventory, Mr. Schmidt said. 





Getting Returning Service 
Men Back Into Production 
Presents Serious Problem 


The few cases which managers have 
already encountered in getting agents 
returning from the armed service back 
into production present some sobering 
thoughts. It is not going to be an easy 
problem even with men who were in 
the business before the war. Although 
the army and navy is stressing personal 
initiative more than in the last war, in 
most cases the men in the service are 
just cogs in a big machine directed by 
top officers. They get up, eat, perform 
certain duties on a schedule and some- 
one above does the planning for them. 

The men who have been out of the 
business for any length of time feel lost 
when they get back, they have consider- 
able difficulty getting readjusted—they 
don’t seem to be able to put their 


“hooks into the ground.” Although 
there have been marked changes in the 
business, especially in regard to mar- 
kets, during the war years they have 
been gradual enough so that the ma- 
jority of producers have been able to 
adjust themselves. But when a man 
comes back after being away for even 
a year it is difficult for him to grasp 
these changes. Even when the manager 
explains current conditions and markets 
in a logical way, the returning service 
men are slow to grasp the significance. 

One manager who has been trying to 
get two returned officers back into pro- 
duction admits he doesn’t know an easy 
answer. It will require patience and 
careful cultivation and there is a great 
deal to be learned in re-developing these 
men. 

The absorption of returned service 
men into civilian life presents a variety 
of problems because their backgrounds 
and war service will differ and it is im- 
possible to develop successful general 
rules. From a recruiting standpoint the 
best prospects are among men who were 
not satisfied with their positions before 
the war and now that they have made 
the break they will be looking to new 
opportunities. Some feel that the 
younger men who went into the army 
direct from school will not make par- 
ticularly good agents as they haven’t the 
business experience to be able to judge 


what they will wish to do in civilian 
life. 





Handy Income Formula Is 
Suggested by Girard 


To determine the approximate amount 
of capital needed at age 65 to retire 
on an annuity or life income option, 
take 1% months’ income and add two 
zeros, Girard Life suggests in its month- 
ly “Bulletin.” 

Example: Mr. Jones wants to assure 
himself a lifelong pension income of $100 
per month. Take $150 and add two zeros 


—making $15,000, the approximate 
amount needed to provide such a month- 
ly income. 


Or to put it another way, multiply the 
approximate monthly income desired by 
150. This is not intended to be exact, 
but is only a quick approximation to 
use in answering a question frequently 
asked these days. 


Col. Ray G. Sparks, formerly Kan- 
sas City manager of Connecticut Gen- 
eral Life, has geen awarded the bronze 
star medal, for his work in charge of 
the 86th air depot group. 


For the whole story on Business In- 
surance, get “Corporation and 
ship Insurance” by Leon Gilbert Simon 
$2.50. Order from Natonal Underwriter. 
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becomes 65. 


If there are no children — the widow 
receives a modest lump sum benefit, but 
there are no income benefits for the widow 


until she is 65. 


The Prudential Temporary Income Pol- 
icy is designed to meet these needs. It 
provides income for the years between. 
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RIDGING THE GAP 


If there are children, no Social Security 
Benefits are payable between the time the 
youngest child reaches 18 and the widow 
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When Security Becomes a Liability 


With the ever-increasing emphasis 
that is being placed on pensions, group 
_insurance programs, profit-sharing plans 
and other valuable influences tending to 
make employes want to continue at their 
jobs rather than looking for greener 
pastures there is also the danger that 
the mental attitude so engendered may 
have a deadening effect on initiative, 
daring, imagination, and a virile willing- 
ness to risk making a reasonable per- 
centage of errors for the sake of prog- 
ress toward a long-range goal. 

In Washington there has grown up 
what might be called a civil service 
complex. The term grossly libels many 
high-type government employes under 
civil service but unfortunately it accu- 


rately describes the attitude of too 
many government employes whose 
primary aim in life is at all costs to 


shun doing anything that might possibly 
endanger their civil service status, with 
its accompanying benefits and, at the 
end of the road, a guaranteed pension. 
The constant dread of such an employe 
is of being brought up on charges in- 
volving an infraction of rules that would 
jeopardize his civil service standing. As 
a result of this frame of mind, he will 
reply to your simplest inquiry with an 
involved letter, probably starting, “Ref- 
erence is made to your letter of . . .”, 
which leaves you a little more confused 
than you were but which admirably 
fulfills its writer’s aim, which was to 
say nothing that could possibly be the 
basis of a complaint that he had ex- 
ceeded the scope of his authority. 
There is some tendency for the same 
type of attitude to crop up in insurance 
companies, for the work is steady, per- 
sonnel policies are humane, and it is 
decidedly unusual to let an employe out 
without exceptionally good cause. As 
pensions and insurance programs be- 
come more general, tending to make 
employes feel that they have a vested 
interest in their jobs there is built up 
a feeling among some employes that 
their principal aim in life should be to 


handle the jobs in such fashion that 
no one can ever have any just cause for 
having them removed from their em- 
ployment. 

This attitude may not be readily ap- 
parent to anyone who is not looking 
for symptoms of it. The employe who 
is ridden by it is not apt to do much 
talking about it and is very likely not 
really conscious of it. Nevertheless it 
colors his actions and in the aggregate 
this attitude may have an important 
effect in holding a company back in the 
same way that barnacles, though individ- 
ually small, may in the mass seriously 
check the speed of a ship. 

Bad as this “play it safe” tendency is 
among the rank and file of employes, 
it is of course more deadly if it reaches 
the supervisory or the executive level. 
Employes are quick to discern which 
way the wind blows and all but the 
hardiest are likely to turn in the kind of 
performance they think the boss wants 
even though they realize a different 
course might be for the best interest 
of the company. 

What is needed is a recognition that 
what appears to be the safe, easy course 
may be in conflict with long-range 
progress. After the Germans_ broke 
through the American lines in Decem- 
ber in the battle of the Bulge there 
was some criticism of our generals for 
not having had a stronger line at that 
point. But as General Bradley later ex- 
plained, it was part of a strategy of 
“calculated risks” and that without pur- 
suing the calculated risk policy the al- 
lied forces would not have made any- 
thing like the progress that they had 
made. 

If the insurance business is to make 
the progress of which it is capable and 
expand as it should there must be a 
conscious effort to reward men of ini- 
tiative and imagination not only for 
their eventual successes but also for 
their willingness to take calculated risks 
if the insidious virus of the civil serv- 
ice complex is to be held in check. 


What Makes an Organization? 


One of the most successful builders of 
an agency organization, who has prided 
himself on its growth, constant develop- 
ment and increasing prestige, remarks 
that after all an organization reflects al- 
ways the people in it. It is the people 
that make the organization. When a 
management seeks to interest in it those 
of talent, industry, ambition and_ re- 
sourcefulness, the organization itself is 


strengthened. The people constitute the 
bulwark of any organization. Some 
concerns may try to use artificial means 
to make an impression on the public but 
they never succeed. They may try to 
have an elaborate and expensively ap- 
pointed office. They may attempt to 
create a certain amount of publicity 
which is not newsworthy. They may 
beat the tom-tom, bring out the fife and 


drum corps, but such an organization 
will always reflect just what is being 
done by the people in it. Yes, it is the 
people that make an organization what 
it is. 

The really successful insurance com- 
panies and agencies are built on men and 
women who are more than mere me- 
chanical workers. They have a mission, 
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They | catch the spirit of the manage- 
ment. They soon realize what sort of a 
structure is being built. An organiza- 


tion is strengthened by key people being” 


given responsibility. Once an organiza- 
tion of the type described is established, 
it continues regardless of the loss of any 
one in it. There is always someone to 
step in and fill the gap. 








PERSONAL SIDE OF THE BUSINESS 





David W. Tibbott, director of adver- 
tising and public relations for New Eng- 
land Mutual Life, is a candidate for 
alumni trustee at large of Princeton 
University. He is a member of the 
class of 1917 and was a leader during 
his college days. He has been with 
New England Mutual since 1939. In 
his home city of Newton, Mass., he is 
a member of the school board, public 
relations chairman of Newton Commu- 
nity Chest and moderator of the Con- 
gregational church. 

C. W. Albers of Mandan, N. D., mem- 
ber of the A. Crary agency of 
Northwestern National Life, has com- 
pleted ten consecutive years as a mem- 
ber of the company’s App-A-Week 
Club. He was presented a check for 
$100 and a pair of silver candlesticks. 
Joel T. Traylor, Northwestern National 
general agent at Indianapolis, also 
crossed the ten-year app-a-week mark 
recently and was presented with a sim- 
ilar award. 

T. A. Phillips, president of the Min- 
nesota Mutual Life, has been elected a 
director of the Northern States Power 
Co. 

Mary C. Ingersoll of Evanston, IIl., 
daughter of A. §. Ingersoll, cashier 
service and collection office of Mutual 
Benefit Life in Chicago, was married 
to Staff Sgt. John R. Browning, Jr., 
at All Saints Unitarian Church in 
Evanston. Sgt. Browning is a Chicago 
man. The young couple will go to 
Miami, to which place Sgt. Browning 
recently returned from service in the 
Pacific. He completed 50 missions. 

Otto Langpaap, superintendent of 
agents West Coast Life, has completed 
a tour of the Texas agencies. 

Carlisle Gee, assistant secretary 
agencies Jefferson Standard Life, 
completed a tour of Texas agencies. 

Martin J. Siebert, supervisor of the 
supply department of Northwestern Mu- 
tual Life, has been elected president 
of the Milwaukee chapter, National 
Office Management Association. 

James C. McFarland, Cincinnati gen- 
eral agent of Ohio State Life and one 
of its leading producers, has been 
elected president of the Newport (Ky.) 
Rotary Club. He is also chairman of 
the Campbell County (Ky.) chapter of 
the Red Cross and prominent in civic 
affairs. 

H. A. Binder, for many years general 
agent of Massachusetts Mutual in San 


of 
has 


Francisco and now residing in San 
Diego, where he represents Reliance 
Life, is attending the United Nations 


Security Conference in San Francisco 
as a consultant and observer for the 
American War Dads. He is president 
of the San Diego chapter. Mr. Binder 
plans to make a trip through the middle 


west and eastern states in behalf of the 
organization. A life member of the Mil- 
lion Dollar Round Table, Mr. Binder 
has been semi-retired for several years 
because of his health. 

W. B. Cornett, vice-president Loyal 
Protective Life, is on a western trip and 
will visit agencies in Detroit, Chicago 
Minneapolis, Missoula, Mont., Seattle, 
Portland, San Francisco, Oakland, Los 
Angeles, Kansas City, Indianapolis, Co- 
lumbus and Pittsburgh. He will return 
to Boston the latter part of May. 

Mark S. Trueblood, inspector of agen- 
cies of Union Central Life, Los An- 
geles, has been named a member of 
the national committee having super- 
vision over the Ernie Pyle Memorial. 
He knew Mr. Pyle well during their 
college days. 


DEATHS 


All the West Virginia agents of Mid- 
land Mutual Life and half a dozen offi- 
cials from the home office attended the 
funeral at Parkersburg, W. Va., of J. R. 
Campbell, general agent, who was 
drowned in the Ohio river near Blenner- 
hassett Island. The body was in the 
river eight days before it was found. 

Lt. C. D. Spencer, 32, assistant man- 
ager of Ohio State Life’s accident de- 
partment before entering service, was 
killed in action in Germany on April 14, 
relatives have been advised. He was in 
the third army’s armored division. 

William E. Githens, with Prudential 
45 years and manager of Toledo ordi- 
nary office until seven years ago, died 
there. 

Elmer A. Newark, 63, veteran agent 
of Columbus Mutual Life in Lansing, 
Mich., and a former president of the 
Michigan State Columbus Mutual Life 
Club, died from a heart attack. 

Amos A. Betts, 71, chairman of the 
Arizona commission, which has jurisdic- 
tion over the department, died in Los 
Angeles after a long illness. He was 
the father of Forrest A. Betts of Los 
Angeles, widely known insurance law- 
yer. 











iadlinaaieal Trust pRuay Elects 


The Indianapolis Life Insurance & 
Trust Council has elected Howard 
Nyhart president; Tom Henricks, vice- 
president; Ray Hilgedag, secretary, and 
Horace Storer, treasurer. 

Basil S.° Collins, assistant vice-presi- 
dent and ‘trust officer of the Old Colony 
Trust Company of Boston, was the 
speaker. He was accompanied to In- 
dianapolis by George Trigg, president 
of the Boston Life Insurance & Trust 
Council, 
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COMPANIES 


All States Life Completes 
Reinsurance Transaction 


All States Life of Montgomery, Ala., 
having reinsured the industrial business 
of Eureka-Maryland Assurance, has 
now entered Pennsylvania, Maryland 
and Virginia. It is now operating in 
11 states and the District of Columbia. 
T. J. Mohan, vice-president of Eureka- 
Maryland, has also been elected vice- 
president of All States Life. He will 
continue to be located in Maryland and 
will be in charge of industrial sales in 
Pennsylvania, Maryland, Virginia and 
District of Columbia. Giving effect to 
the reinsurance, insurance in force of 
All States Life is now $80 million. Ac- 
tuarial details in connection with the 
reinsurance were handled by John A. 
Copeland, consulting actuary of Mont- 
gomery and Atlanta. 








Acacia Mutual's in Force 
Passes $600,000,000 


Acacia Mutual Life in April passed 
the $600 million mark of business in 
force. Production was $7,469,000 during 
the month, a 22% gain over April, 1944, 
and terminations dropped to a new low 
to create a net increase for April of 
$5,320,000, 27% ahead of last year. The 
business in force figure is now $602,- 
031,031, up $21,680,182 since Jan. 1 





Stock Company Takes Over 
S. W. Reserve Mut. Business 


Southwest Reserve Life of Longview, 
Tex., has reinsured all of the businéss 
of Southwest Reserve Mutual Life. The 
latter company had $2,268,917 of busi- 
ness in force at the end of 1943. 

Southwest Reserve is a stock com- 
pany with a capital and surplus of $250,- 
000 which was set up in 1942 for the 
purpose of eventually taking over the 
business of the mutual company. Offi- 
cers of Southwest Reserve are the same 
as for the mutual organization, D. D. 
Budd, president; W. L. Ballard, vice- 
president; H. H. Sletten, secretary- 
re M. H. Gibson, general coun- 

Dr. H. H. Niehuss, medical direc- 
c. W. M. Sparks, board chairman, and 
Gerald C. Fahey, secretary of the board. 

Southwest Reserve Mutual was char- 
tered in 1937. In 1940 it purchased a 
six-story mercantile and office building 
as its home office, and this building will 
house the new stock company. 





Franklin Life Enters Idaho 


Franklin Life has been licensed in 
Idaho. General agency appointments 
are being made, and the entire state 
will (be intensively developed. Since 
Jan. 1 Franklin has. entered North Caro- 
lina, Pennsylvania, and Hawaii. 





Rockford Companies Buy Building 


Pioneer Life and George Rogers 
Clark Casualty, which are affiliated, 
have purchased the “Morning Star” 
building at Rockford and will take it 
over about July 1 as their home offices. 
The building will be renamed the In- 
surance Exchange building. 





John McArthur-Napier Alliance 


If the plan is consummated where- 
under Bankers Life & Casualty of Chi- 
cago and Northern Mutual Casualty of 
the same city will be operated as com- 
panion companies, the former would re- 
tire from the casualty field and write 
life insurance exclusively. It is con- 
templated that L. O. Napier, who is 
now president of Northern Mutual, will 
become general agent for both compa- 
nies devoting himself entirely to pro- 
motional work. He would retire .as 
President of Northern Mutual. John 
McArthur, president of Bankers Life & 


Casualty, will devote his time entirely to 
managerial matters. 

The Napier selling organization would 
specialize in intermediate policies. 


Passes $100 Million Mark 

Security Life & Trust of Winston- 
Salem, N. C., has now reached the $100 
million insurance in force milestone. The 
feat was accomplished in April, which 
is the company’s 25th anniversary month, 
and production in that period was greater 
than in any previous month. Egbert L. 
Davis is president. 


COMPANY MEN 


Hess Named Anierican 
United Agency Supervisor 


American United Life has appointed 
Carl A. Hess agency supervisor. He is 
a graduate of 
Buchtel College 
of the Univers- 
ity of Akron, 
where he se- 
cured a business 
administra tion 
degree. Upon 
graduation, he 
joined General 
Tire & Rubber 
Co. as a branch 
manager and 
special represen- 
tative, dealing 
with distributor 
problems for 10 
years in the cen- 
tral United 
States. 

Mr. Hess en- 
tered life insurance 12 years ago as an 
agent of National Life & Accident, later 
serving as assistant manager of its Ak- 
ron office and then as district manager 
at Peoria. Since December, 1943, he has 
been with Acacia Mutual Life as an 
agent in Akron and then manager at 
Columbus. 

















Cc. A. Hess 


Tally to Prudential Home 
Office Supervisory Post 


L. Cottrell Tally, assistant manager 
of the Jacksonville ordinary agency of 
Prudential, has been promoted to as- 
sistant supervisor. He will be associ- 
ated with the ordinary agencies in the 
home office and will assist in the super- 
vision of the southern group of ordi- 
nary agencies. 

Mr. Tally was appointed a_ special 
agent of the company in Jacksonville 
in 1936. He was promoted to agency 
assistant in 1941, and to assistant man- 
ager in 1943. He attended the Uni- 
versity of Florida. 





Shambaugh at Helm at Pittsburgh 


L. J. Shambaugh, formerly president 
of the old Des Moines Life & Annuity, 
and later of Royal Union Life, which 
took over that company in 1931, is di- 
recting the affairs of Standard Life of 
Pittsburgh, being executive vice-presi- 
dent. He is acting in the absence of 
President John C. Hill, who is ill and 
lras been unable to go to the office since 
January. For the past few years until 
taking the Pittsburgh position, Mr. 
Shambaugh had been in the city and 
farm loan business at Des Moines. 





Brown Named “Ad” Manager 


H. B. Brown has been appointed ad- 
vertising manager of Imperial Life of 
Toronto. Mr. Brown has been assist- 
ant advertising manager and has been 
engaged in editorial and publicity work 
with Imperial for 15 years. He suc- 
ceeds Clifford Elvins, who retired after 
40 vears service. 





Edwin Warner, Nashville financier 
and chairman of the city park commis- 
sion, has. been named a director of Na- 
tional Life & Accident. 





FOR... 


JUVENILE 
PROSPECTS 


from | Month to 14 Years 


THE GUARDIAN LIFE 


now issues... 


A new series of contracts* without 
aviation or war restrictions. 


Endowments 


To Age 16, 17, 18, 19, 20, and 21 
And a 20-year endowment 


20-Pay and 30-Pay Life 
Ordinary Life from Ages 5 to 14 


All contracts available with Ap- 
plicant’s Waiver of Premium at 
small additional cost. 


Full Face Amount of Policy Pay- 
able at Age 5 in the event of death. 


For details consult the nearest 
Guardian Agency. 


*Available in New York State 
only at Insurance Ages 5 to 14, 
inclusive. 


THE GUARDIAN LIFE 
INSURANCE COMPANY OF AMERICA 


Home Office: New York City 
A MUTUAL COMPANY ESTABLISHED 1860 


GUARDIAN OF AMERICAN FAMILIES FOR 85 YEARS 
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LIFE AGENCY CHANGES 





Lack and Winter 
in New Okla. Posts 
for Metropolitan 


Admiral D. Lack, Enid, Okla., man- 
ager of Metropolitan Life, has been 
transferred to Oklahoma City and 


Joseph E. Winter has been named to 
succeed him at Enid. 

Mr. Lack engaged in banking for 10 
years before joining the Metropolitan 
in 1931 in Poplar Bluff, Mo. He was 
promoted to assistant manager of that 
district in 1933, and prior to his ap- 
pointment as manager of Enid, Okla., 
served as a field training instructor for 
southwestern territory. 

Under Mr. Lack, the Enid district 
won the veterans trophy for outstand- 
ing production in the southwestern ter- 
ritory in 1942, for the entire country 
in 1943, and again for the territory in 
1944. His new headquarters are at 204 
North Robinson street. 

Mr. Winter joined Metropolitan in 
1933. He was promoted to assistant 
manager in Topeka in 1935 and in 1940 
was appointed a field training instruc- 
tor in southwest territory. His head- 
quarters will be at 116-118 East Broad- 
way. 


General American Names 
Sutton at Macon, Ga. 


Fred J. Sutton 
general 


has been appointed 
of General American 
Life, at Macon, 
Ga. A _ native of 
Maryland, Mr. Sut- 
ton is a graduate 
of Purdue Univer- 
sity and lived in 
the midwest before 
moving to Macon 
and entering the 
life insurance busi- 
ness in 1928. Since 
1937, he served as 
general agent for 
State Mutual of 
Rome, Ga., and for 
seven years prior 
was an agency or- 
ganizer for New York Life. 

He is vice-president of the Macon Life 
Underwriters Association and active in 
church and civic affairs. 


agent 





Fred J. Sutton 





Nault Succeeds Fox 


Grant L. Nault has been named gen- 


eral agent at Fond du Lac, Wis., by 
Old Line Life of America. He suc- 
ceeds John L. Fox. He was previ- 


ously associate general agent at Fond 


du Lac for Penn Mutual, and formerly 
unit manager for Metropolitan at 
Shawano, Wis., for five years. Mr. 
Fox has represented Old Line Life at 
Fond du Lac for 26 years and was its 
first agent personally to pay for $1 
million of life insurance. 





Cannon Aid to Moore of 
State Mutual in Pittsburgh 


PITTSBURGH—James W. Cannon, 
formerly of the Kenneth Conrey agency 
of Penn Mutual 
Life in Pittsburgh, 
has been appointed 
assistant general 
agent of the G. 
Harold Moore 
agency of the State 
Mutual Life in 
Pittsburgh. 

Mr. Cannon was 
brought into the 
life insurance busi- 
ness about 10 years 
ago by Holgar J. 
Johnson, now pres- 
ident of the Insti- 
tute of Life Insur- 
ance, who was at that time Penn Mu- 
tual’s general agent in Pittsburgh. Mr. 
Cannon has served as agent and as 
agency educational supervisor, and built 
up a successful record in both fields. 
He is a former president of the Pitts- 
burgh Junior Chamber of Commerce 
and is a graduate of Duquesne Univer- 
sity. 





J. W. Cannon 


John Hancock Appoints 
Secrist at South Bend 


Samuel M. Secrist, assistant manager 
of John Hancock Mutual’s district of- 
fice at Canton, O., has been promoted 
to district manager at South Bend, Ind. 
Mr. Secrist will succeed Ewald Knebel, 
who has retired under the company’s 
pension plan. 


Black Named by Acacia Mutual 


Howard M. Black, general agent of 
Mutual Trust Life at New Brunswick, 
N. J., for several years, has been ap- 
pointed manager at Jersey City by 
Acacia Mutual Life. 








Schock with Adams Agency 


Albert J. Shock has been appointed 
office manager in Albert C. Adams 
agency of John Hancock Mutual in 
Philadelphia. Mr. Shock for 17 years 
was connected with the home office 
agency department of Fidelity Mutual 
Life, where he developed a_ successful 
lead service and prospect bureau as well 





Great-West Life Adds Two at Montreal 





Great-West Life 
is enlarging its or- 
ganization in Mon- 
treal. D. R. Fergu- 
son, manager of the 
Montreal 1. branch, 
now has J. B. Net- 
telfield as branch su- 
pervisor to assist in 
the direction of 
business insurance, 
pension trusts and 
estate analysis. 

Mr. Nettelfield has 
recently returned 
to civilian life after 
five years’ service 
with the Canadian 
army. Prior to the 
war he had attained a: 
success as a per- 
sonal producer with Great-West Life 
and later became manager of the com- 
pany’s Toronto agency. 

Roger DesRosiers has also been ap- 
pointed a branch supervisor at Montreal 





B. Nettelfield 


Roger DesRosiers 


and will be in charge of agents’ training 
and of the accident and health depart- 
ment. He has been with the company 
since 1931 and has a background of suc- 
cessful selling. 





as assisting in the training of new 
agents and doing special case work. He 
will carry on this type of work in his 
new position. 





Baldwin Returns to Seattle 


Col. Clarence H. Baldwin has been 
released from active duty. with the 
second marine division and is resuming 
his connection with the Arthur H. 
Challiss general agency of Massachu- 
setts Mutual Life at Seattle. Col. 
3aldwin saw service in Iceland and the 
South Pacific and in recent months has 
been instructing troops in California. 
He has been on duty 4% years. 


Three Travelers’ Promotions 


Three life and accident field assistants 
of Travelers have been promoted to 
assistant managers at their respective 
branches. They are Malcolm H. Foskit, 
Springfield, Mass.; Richard R. Crothers, 
San Francisco; and Cyril J. Kane, Em- 
pire State branch office, New York City. 





Woods Back After Navy Service 


Lt. Comdr. Leonard R. Woods, 
USNR, now on terminal leave after 
three years of service, has returned to 
St. Louis and the Ralph D. Lowenstein 
agency of Massachusetts Mutual Life 
with which he was connected 10 years 
before entering service. He will spe- 
cialize in pension trusts, business in- 
surance and estate and inheritance tax 
insurance. 

A veteran of World War I, he was 
commissioned a naval officer with the 
rank of lieutenant commander in April, 
1942. He served with the navy in Chi- 
cago, Indiana and New York. To bring 
himself abreast of developments in life 
insurance he made an extended visit 
to the home office before returning to 
St. Louis. 





Mertz Assistant Manager 


Ray J. Mertz has been promoted to 
assistant manager of the Milwaukee 
agency of Mutual Life, a newly created 
position, and will supervise the field 
organization in the county. 





Milton F. Buscher, Minneapolis agent 
of Equitable Life of Iowa, has appointed 
Ruth Ramshaw and George Viergutz 
special representatives in Duluth and 
surrounding territory. Offices are at 312 
Torrey building. 


SALES MEETS 


Three-Agency Equitable 


of Iowa Parley at Turkey Run 


A group of Equitable Life of Iowa 
producers from the agencies of J. R. 
Townsend, Indianapolis; Lowell T. 
Boyd, Kokomo and Fred B. Woodruff, 
Springfield, Ill., held a two-day meeting 
at Turkey Run Park, near Rockville, 
Ind. About 21 had qualified by produc- 
ing an average of $20,000 a month of 
new business for the first three months 
of this year. 

The three general agents presided at 
different sessions. Paul Speicher, R. R. 
Service, was a speaker. 

Albert J. Wohlgemuth, 
the 
the 











president of 
Rough Notes Company, discussed 
postwar outlook for life insurance. 
He presented in chart form a survey of 
the trend of life insurance production 
at the close of the former war as re- 
lated to national income. If the pat- 
tern established then is a criterion, a 
great rise in life insurance production 
can be anticipated for some years after 
peace is finally declared. Mr. Wohlge- 
muth also participated in the round table 
discussions. 

Howard Nyhart, Indianapolis, spoke 
on employe pension trusts and S. R. 
Ferguson, Indianapolis, on analysis of 
insurance needs for prospects. Forrest 
Sherer, Terre Haute, who has been 
very successful in selling insurance to 
social friends and others with whom 


he goes on fishing trips, told how he 
does it. 

Commissioner Pearson of Indiang 
spoke at the dinner on state supervision 
of insurance. He warned that all those 
in the business must keep on their toes 
to prevent further encroachment of 
federal authority in this field 





Conn. Mutual Regional 
at Dallas May 23-24 


Leading producers of Connecticut Mu- 
tual Life at Dallas, Houston, Denver, 
San Antonio, Wichita, Oklahoma City 
and Kansas City will hold a 2-day ¢on- 
ference in Dallas May 22-23. Qualifica- 
tion was established in the recent cam- 
paign honoring President Peter M. 
Fraser. Vincent B. Coffin, vice-presi- 
dent and superintendent of agencies, will 
attend and speak. 





B.M.A. Regional at Indianapolis 
J. C. Higdon, a native of Indian- 


apolis and president of Business Men’s 
Assurance, was the principal speaker at 
a three-state conference of company 
agents in Indianapolis. Other company 
officials who spoke included G. J. Tritch, 
field manager, and H. C. Pogue, mana- 
ger of the group department. Agents 
from Indiana, Kentucky and _ Illinois 
attended. 


Fidelity Mutual Holds Parleys 


Fidelity Mutual Life is holding a 
series of four-day managers’ conferences 
at the home office with about 10 man- 
agers attending each session. Man- 
agers are grouped by types of territory 
covered so that those having similar 
problems are able to exchange ideas. 
The sessions are in charge of C. L. 
Pontius, manager of agencies, and 
Lawrence J. Doolin, assistant manager 
of agencies. 








Reliance Life Conference 


PITTSBURGH—AIl the managers 
and assistant managers of Reliance Life 
will gather here the week of May 21 
for a conference with the home office 
people. The agents advisory commit- 
tee, headed by N. H. Weidner, Pitts- 
burgh, will meet in advance, commenc- 
ing May 19, to review the suggestions 
that have been submitted by the field 
and select those to be presented to the 
larger group. 


CHICAGO 


STATUS OF JAPANESE CLERKS 


Some of the Chicago insurance offices 
have been considering the employment 
of Japanese clerks, both men and 
women. They would only take those 
that had been approved by the govern- 
ment and only those that are American 
born and well schooled, so that they can 
talk English fluently. In some cases it 
is found that these younger Japanese do 
not speak the language of their fore- 
bears and only know English. Gradu- 
ally the management will sound out its 
own employes as to what their reaction 
would be if Japanese help were em- 
ployed. 














BARR A LIFE MEMBER 


John Barr of the Vermillion Agency 
of Mutual Life in Chicago has been 
made a life member of the Million Dol- 
lar Round Table. He has been a regu- 





lar member for four years. He started 
with Mutual in 1934. 
V-E CELEBRATION IN CHICAGO 


Chicago was unusually quiet and took 
little part in any celebration on V-E 
Day. Monday might have been called 
the logical day to celebrate as the news 
broke then. However the city was del- 
uged with an unusually heavy rainfal 
which lasted all day and drowned et- 
thusiasm. On Tuesday most offices were 
closed, some all day and some only 
part of the day. Business was gef- 
erally suspended. The Insurance Ex- 
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change and other buildings housing in- 
surance people had the appearance of 
a summer time Saturday afternoon. All 
drink emporiums were ordered closed 
for 24 hours so there was no chance 
for artificial stimulation. 


SEILER BROKERAGE MANAGER 


Robert L. Seiler, assistant brokerage 
manager in the Chicago branch office of 
Occidental Life of 
California, has been 
advanced to brok- 
erage manager. He 
joined the Chicago 
branch in 1942 as 
assistant brokerage 
manager, after sev- 
eral years’ life in- 
surance experience 
in Chicago. He is 
a native of Wood- 
stock, Ill., and at- 
tended University 
of Illinois, in 1936- 
1939 was connected with the sales divi- 
sion of Quaker Oats Company as sales- 
man and then assistant to the sales chief 
of the central division. Then he entered 
life insurance selling. His father is a 
well known member of the Chicago in- 
surance fraternity and a leading pro- 
ducer of Occidental. 

After three years with Mutual Benefit 
and later Connecticut Mutual, he joined 
Occidental. 





Seiler 


Robert L. 





TRUST COUNCIL ELECTS MAY 22 

The annual meeting of the Chicago Life 
Insurance & Trust Council will be held 
May 22 at Bob-o-link Golf Club, High- 
land Park, Ill. Advance reservations are 
necessary and it will be held’ rain or 
shine. Arrangements have been made 
for luncheon, golf and dinner. 


JUDD TO ADDRESS CASHIERS 
Robert A. Judd, Phoenix Mutual Life, 
Madison, Wis., a former Chicagoan, will 


address the life agency cashiers’ division 
of the Chicago Association of Life Un- 


cere eee 


Twenty-one rural agen- 
cies of our Company 
averaged over 650,000 
in production during 
1944. These general 
agents average over $9, - 
000 in earnings. 


We have other similar 
territories available for 
qualified men desirous of 


building their own agen- 
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SPEAKS TO CHICAGO SUPERVISORS 
John Pratt, director National Physi- 


cians Committee, spoke to the Life 
Agency Supervisors Club of Chicago. 


Ss. M. LETTON PROMOTED 


Shad M. Letton has been made assist- 
ant manager of the John R. Hastie 
agency of Mutual Life of New York at 
Chicago. Mr. Letton formerly was 
agency organizer. In his new position 
he will supervise the company’s field 
organization in Cook county. He joined 
the agency as a supervising assistant in 
1939 and later became agency organizer 
in charge of recruiting and training new 
agents. 


POLICIES — 


Phoenix Mutual 


Increases Scale 
on 1945 Dividends 


A new and higher scale of dividends 
effective July 1 has been announced by 
Phoenix Mutual Life. 

In announcing the increase, President 
A. M. Collens pointed out that although 
interest earned on investments has con- 
tributed very little toward policyholder 
dividends because of prevailing low in- 
terest rates, operating expenses have 
shown a progressive and gratifying de- 
crease. The major source of the cur- 
rent dividend increase comes from the 
difference between expected and actual 
mortality, he stated. In 1944, even 
after paying an increased number of war 





claims and setting up a_ substantial 
amount to cover unreported clainis, 
Phoenix Mutual’s gain from insurance 


operations was still very favorable. The 
new scale provides a _ proportionately 
larger share for policies where the pro- 
tection element is high as compared 
with those under which reserve accum- 
ulations predominate. 

Dividends also have been increased 
under older policies on which reserves 
are being accumulated at guaranteed 
rates higher than 24%. Such increases, 
however, are smaller in amount and are 
only nominal] where relatively large ac- 
cumulations of reserves already exist. 

Sample dividends on 2'%% reserve 
policies issued after July 1, 1944, fol- 
low: 

Dividends Per $1,000 
-—Annual Life—, -—20 Pay Life— 


Ist 10th 20th ‘Ist 10th 20th 

Age Year Year Year Year Year Year 
$ $ $ $ $ 

5.66 6.71 4.21 5.98 8.12 

5.94 6.84 4.35 6.23 8.33 

5.92 7.07 4.55 6.26 8.63 

6.00 7.50 4.74 6.36 9.06 

ye 6.20 8.07 4.93 6.32 8.57 

+ Ged 6.57 8.71 4.71 6.92 10.92 

5. 7.16 9.34 4.89 7.47 10.75 

. ea 7.84 9.71 5.29 8.10 11.27 

s 8.58 10.45 5.99 8.78 12.01 

5.$ 9.02 12.00 6.84 9.19 13.05 

20 Yr. Endowment Endowment at 65 

1st 10th 20th 1st 10th 20th 

Age Year Year Year Year Y ear Year 

15.... 3.54 6.52 10.59 4.51 5.72 7.03 

20.... 3.74 6423 16:7F 4.62 €02 7.26 

25¥... 3.98 6.73 10.85 4.80 6.04 17.63 

30.... 4.24 6.81 11.03 4.94 6.17 8.26 

36.... 4.25 6.96 11.24 4.78 6.44 9.11 

40.... 4.36 7.24 11.51 4.69 6.94 10.23 

a5... 408- CTE Tee. £5" Fie, tee 

6G.......- DAZ 8.26 12.28 4.60 8.75 11.42 

55.. 5.88 8.88 12.82 4.29 10.46 .... 


Regular Retirement Income 
$1,250 of Insurance, $10 Month Income 


Retire. Inc. at 60 Retire. Inc. at 65 

1st 10th 20th Ist 10th 20th 
30.. 8. 4§ : 7. A 
40.. 1.79 S$.71 86 5.56 8.96 13.96 
45..... 4.82 tee 80 5.40 10.01 17.76 
Be... a0 35.01 i 5.15 11.49 16.98 


Manhattan Increase 10% 


In the April 13 issue it was incor- 
rectly stated that Manhattan Life had 


increased its dividend scale 1%. The 


increase is 10%. 


National of Vt. 
Writes Ages 0-4 


For the first time in its 95-year his- 
tory, National Life of Vermont is now 
insuring children aged 0-4. Contracts 
on five popular plans of insurance were 
announced this week. The announce- 
ment coincided with “National Baby 
Veek.” 

The five forms of insurance available 
at the infant ages are: 20-payment life, 
20-year endowment, 25-year endowment, 
30-year endowment and endowment at 





age 18. Rates are: 
20 End 

Pay. Age 20 Yr. 25 Yr. 30 Yr. 
— Life 18 End. End. End. 
.$24.71 $53.70 $48.07 $38.01 $31.44 
1 24.52 57.40 48.20 37.9 31.27 
2 24.50 61.38 48.21 37.86 31.16 
3 24.29 65.55 47.93 37.58 30.88 
4... 24.04 70.23 47.54 37.23 30.55 
The insurance benefit for each ulti- 


mate amount of $1,000 of insurance is 
rated from $100 at age 0 to the ulti- 
mate amount of $1,000 at age 5. At 
age 1 the benefit is $200, age 2 $400, 
age 3 $600, age 4 $800 and age 5 $1,000. 

Extended term insurance benefits will 





13 


be for the basic amount of insurance in 
effect just prior to the time of lapse. 
This amount of insurance will be level 
for the duration of the extended term 
insurance period. For example, if a 
policy is issued at age 0 as the nearest 
birthday, and lapses at the end of the 
second policy year without indebtedness 
or dividends outstanding, the amount of 
extended term insurance will be $200 
throughout the extended term period. 
The maximum limit of ultimate amount 
of insurance, ages 0 to 4, will be $10,000 
and the non-medical limit $5,000. 

New juvenile application forms have 
been provided. In all cases the appli- 
cation must be made by the parent or 
other person liable for the child’s sup- 
port. The beneficiaries are limited to 
the insured, his or her parent, grand- 
parent, brother or sister. This is re- 
quired by law in many states. Policies 
below age 5 will not be issued in New 
York. 

The company will permit the attach- 
ment of the juvenile policy continuance 
contract to policies issued at age 0 to 
4 inclusive, under the same rules as 


now apply to ages 5 to 14 inclusive. 


_Clyde E. Lowry, president of Na- 
tional Equity Life of Little Rock, was 
elected president of the Little Rock 








Rotary Club. 





Greenhouse—Como Park 


OUR PARKS MAKE SAINT PAUL 
A CITY OF GRANDEUR 


Living in Saint Paul we 


are accustomed to the 


grandeur of our picturesque parks. It is only when 


visitors extoll their loveliness that we realize that we 


have in them features of unusual interest. ‘ i 


With the advent of spring we appreciate anew the 
beauty of our parks and are happy that our home office 


is situated in SAINT PAUL 


. .. WHERE GOOD BUSI- 


NESS COMBINES WITH GOOD LIVING. 








The MINNESOTA MUTUAL 


LIFE INSURANCE COMPANY 
SAINT PAUL 1, MINNESOTA “ 
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AGENCY NEWS 


Henderson Agency Pushes 
Far Ahead This Year 


The paid business of the E. E. Hen- 
derson general agency of Pacific Mutual 
Life in Chicago for the first four months 
this year totaled $1,554,895, an increase 
of about 95.8% over the same period 
last year. Mr. Henderson was No. 1 
personal producer in his agency for the 
four months with $504,352, V. M. Sieving 





was second with $362,288 and J. T. 
Wilson third with $297,351. 

Mr. Henderson also has a total credit 
of $1,065,500 on his membership in the 
Big Tree Club for the ninth completed 
month of the club year, Mr. Wilson 
$694,194 and Mr. Sieving $664,256 





Spickard to Be Host in Milwaukee 


L. W. Spickard, Milwaukee manager 
Bankers Life, Ia., will be host at an 
agency dinner and rally May 11-12. The 
home office will be represented by E. M. 
McConney, executive vice-president; W. 
F. Winterble, agency vice-president; M. 
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their needs. 


AIRLINE 
FINANCE 


cA joint study by Bankers Trust Company, 
The Mutual Life Insurance Company of 
New York, The Chase National Bank, 
and The New York Trust Company. 


HIS is an extensive and technical study 

which was conducted under the super- 
vision of an independent consultant on aviation 
matters. It contains detailed estimates of the 
expected growth and probable capital needs of 
the airlines, and describes various financing 
arrangements that are being developed to meet 


This booklet should be of interest and value to finan- 


interested in 





tives of i 
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airline financing. Copies are available to interested 
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P. O. Box No. 27, Wall Street Station, New York City. 

















Insurance in Force 


Policyholders’ Surplus 


E. S. ASHBROOK 
President-Treasurer 








NORTH AMERICAN LIFE INSURANCE 
COMPANY OF CHICAGO 


Chronicle of Progress 


bth 0% 2-*% 9 4 8 


Admitted Assets.............. 
U. S. Government Bonds...... 


1944 1943 
ini eee $84,590,000 $79,000,000 
reer 17,251,000 15,923,000 
(recente 5,132,000 4,032,000 
were r 1,403,000 1,219,000 


Total Payments to Policyholders since organization. . $28,921,000 
Since its organization 38 years ago, the Company has enjoyed 
an outstanding record of stability and growth. The 1944 gain 
of Insurance in Force was the largest in 24 years and the in- 
crease in Assets was the largest in 14 years. 


Correspondence Invited 


North American Building, 36 


PAUL McNAMARA 
Executive Vice President 


S. State Street, Chicago 3 














E. Lewis, superintendent of agencies; 
George A. Harper, assistant superin- 
tendent of agencies; Edwin P. Leader, 
advertising manager, and M. B. Moore, 
regional group manager. The dinner 
will honor the Milwaukee agency as 
group winner in the agency gains con- 
test. 
— 


Honor Klusmeier at South Bend 


Charles F. Williams, president of 
Western & Southern Life, pointed to 
the growing savings of the nation as 
reflected in war bonds, bank deposits and 
life insurance as a solid basis for post- 
war economic freedom, in addressing a 
dinner in honor of William Klusmeier, 
South Bend, Ind., district manager until 
his retirement April 1 because of ill 
health. Mr. Williams presented Mr. 
Klusmeier an award for 30 years service 
with Western & Southern. 

About 80 persons attended the dinner, 
including Albert O. Payton, Western 
& Southern vice-president; K. V. Eck- 
hart, Fort Wayne, district manager; Dis- 
trict Manager George W. Blackwell of 
South Bend and the entire district staff 
there. 





A. Warren Hostetler, general agent of 
Loyal Protective Life in Detroit, has 
moved to larger quarters at 2112-13 Book 
Tower. Mr. Hostetler has been in the 
insurance business in Detroit for many 
years. He held open house May 4 


ASSOCIATIONS 


Dobben Head of 
Mich. Association 


JACKSON, MICH.—George J. Dob- 
ben, agent for the Columbus Mutual 
Life, Jackson, was advanced from vice- 
president to president of the Michigan 
Association of Life Underwriters at a 
meeting here. He succeeds J. Leslie 
Livingston, Franklin Life, Grand Rapids. 

Vice-presidents elected are: John 
Ames, Lincoln National, Detroit; Frank 
Daniels, Mutual Life, Benton Harbor; 











Howard Groesbeck, Lafayette Life, 
Flint, and Robert Shinnick, Metropoli- 
tan Life, Muskegon. Harold Brogan, 


Lansing, who has been serving as sec- 
retary-treasurer since Herbert’ B. 
Thompson resigned to head the insur- 
ance department’ s life division, was con- 
tinued in office. He is a past president 
of the association. 

Because of limitations on conventions, 
the meeting was confined to one dele- 
gate each from the affiliated associa- 
tions, plus the state officers. A luncheon 
was held in conjunction with the Jack- 
son association. 

Norman Reynolds, Lansing, who took 
over Mr. Thompson’s duties as counsel, 


and Mr. Thompson spoke, mainly on 
legislation. Mr. Thompson was instru- 
mental in drafting code revisions for 


the department and Mr. Reynolds rep- 
resented life insurance interests at 
committee hearings and obtained some 
modifications in the new legislation in 
line with association objectives. 

The Grand Rapids association ex- 
tended an invitation for the next annual 






Theo. P. Beasley, 


President 


REPUBLIC NATIONAL LIFE INSURANCE £9 
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our Agents CONTROL THEIR TERRITORIES 


Qur Agents control the present and prospective business of this Company in their territory. 


We think it unfair to offer brokerage ocntracts * agents of other companies to compete with 
our own agents for business in their own company. 


This is but one of many valuable features of our Agency contract and company co-operation. 
M. ALLEN ANDERSON, First Vice President, Diretcor of Agencies 


—— 


convention, if wartime restrictions are 
removed by then. 





Nashville Association 
Holds Sales Congress 


The annual sales congress of the 
Nashville Association of Life Under- 
writers was held there Thursday in the 
National Life & Accident building and 
drew an outstanding crowd. E. T, 
Proctor, president of the Nashville as. 
sociation, was in the chair for the day’s 
activities. C. A. Craig, chairman of 
National Life & Accident, gave a short 
address of welcome. 

Collis L. Ackis, district representative 
of Metropolitan at Norfolk, Va., dis. 
cussed “Sales Opportunities in Today's 
Market”; E. E. Cooper, agency vice- 
president of Equitable of Iowa, talked 
on “Clouds and Silver Linings.” 

At the luncheon session, when those 
attending were guests of Life & Cas. 
ualty, Governor McCord spoke. He 
was introduced by Commissioner Mc- 
Cormack. W. V. Walker, vice-presi- 
dent of Life & Casualty, presided. 

Frank W. Drake, general agent of 
Massachusetts Mutual Life at Birming- 
ham, Ala., opened the afternoon session 
with a talk on “The Romance of Com- 
mon Sense Underwriting,” and William 
H. Andrews, Jr., president of the Na- 
tional Association of Life Underwriters 
and manager of Jefferson Standard Life 
at Greensboro, N. C., closed the con- 
egress with a talk on the value of the 
National association. 





Six Panels to Feature 
Oakland Forum May 24 


OAKLAND, CAL.—Six panel discus- 
sions, each devoted to a specific sub- 
ject constantly before life men, make up 
the program for the life insurance forum 
arranged by the East Bay Life Under- 
writers Association and the Oakland 
C. L. U. chapter for May 24. Before 
the panel discussions, Henry E. North, 
vice-president of Metropolitan Life, will 
discuss “Life Insurance Today and in 
the Post-War Era” and Don M. Follett, 
administrative assistant to the Oakland 
city manager and secretary of some 34 
postwar planning and fact-finding com- 
mittees, will talk on postwar sales op- 
portunities. 

The program will close with an ad- 
dress by one of the delegates to the 
United Nations Security Conference 
now in session in San Francico. 

The six panels are “Life Insurance, 
the Answer to High Taxes and Low In- 
terest Yield,” R. W. Benofsky, Mutual 
Life, chairman; “Debit Management,” 
Gus Clotere, Prudential; “Business In- 
surance,” George Mortensen, Equitable 
Society: “Estate Analysis and Taxa- 
tion,’ Sam W. Coombs, Equitable So- 
ciety; “Social Security,” Lou K. New- 
field, Lincoln National; “Programming 
of Life Insurance,” Arthur Hutchinson, 
New York Life. 

Participants in the panel discussions 
include Don Wood, Beneficial Life; 
George Pennebaker, Mutual Life; Frank 
D. Smith, John Hancock; Percy Phil- 
pott, Metropolitan; Hart F. Smith, Pru- 
dential; Chester L. Fowler, New York 
Life; James Taylor, Connecticut Mu- 
tual; L. Edwin Wang, Mutual Life; 
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Paul E. Otley, Penn Mutual; Einer F. 
Hein, New York Life; Josesph L. Mor- 
tensen, Equitable Society, and Charles 
F. Lewis, New York Life. 

Ted C. Dreyer, general agent of Pa- 
cific Mutual Life, is general chairman 
of the forum. 


Illinois Round Table 
Modifies By-Laws 


Following announcement of the Na- 
tional Association of Life Underwriters 
and Sales Research Bureau national 
quality award and the formula for figur- 
ing eligibility, the governing board of 
the Illinois Round Table has voted to 
modify its by-laws in regard to quali- 
fication to include the following: “In 
determining the required production, the 
practice of the applicant’s company will 
govern as to the value credit given for 
family income, family maintenance, term 
conversions and weekly premium and 
monthly industrial insurance.” 

This decision was made to eliminate 
the necessity for agencies and home 
ofices keeping new or additional rec- 
ords to maintain identical information, 
and to give each agent the same oppor- 
tunity to qualify, while following the 
fend of his own company’s production 
fequisites. 

The by-laws now provide that an 
applicant must be a member of his local 
and National association, not a general 
agent or manager, and must have p2id 
for a minimum of $250,000 in the calen- 
dar year, with credit given for all forms 
of ordinary and intermediate insurance, 
single premium insurance, single pre- 
mium annuities, annual premium de- 
ferred annuities and a limited amount of 
group insurance, as well as the cover- 
ages listed above. 

F. Erle Cavette, Peoria, 
setts Mutual, is chairman. 


Massachu- 





Report 182 Texas Leaders 
Round Table Qualifiers 


Membership in the 1945 Leaders’ 
Round Table of the Texas Association 
of Life Underwriters now stands at 182, 
itis announced by John Arden, South- 
western Life, Waxahachie, round table 
chairman. 

The late O. S. Carlton, Jr., Houston, 
Great Southern Life, and W. T. Gwalt- 
ney, Fort Worth, Southland Life, who 
had met the production requirements 
previous to their deaths during the past 
year, were certified to round table 
membership posthumously. 

The roster also includes four men 
continued in membership by virtue of 
being in service. They are D. Frank 
Carden, Dallas; C. W. Davis, McAllen; 
Lonnie Langston, Lubbock, and Charles 
Pag Dallas, all with Southwestern 
ife, 

Southwestern Life was the leading 
company in number of agents qualify- 
ing, with 61. Great Southern Life had 
20, Southland Life 15. Connecticut 
Mutual 11, and Franklin Life 10. Hous- 
ton was the leading city in number of 
qualifiers with 45. Dallas had 34, San 
Antonio 12, Fort Worth and Austin nine 
each; Lubbock, Amarillo and Beaumont 
seven each. 





New Tri-County Association 


Paul M. Smith of Columbus, president 
Ohio Association of Life Underwriters, 
and Ralph W. Hoyer, Columbus, na- 
tional committeeman, attended a meeting 
at Mansfield where a new tri-county 
association was instituted. The new asso- 
(lation covers Ashland, Richland and 








WANTED — GROUP SUPERVISOR 


Not over 45, for Philadelphia and vicinity, by 
@ progressive company established in that area 
and writing all lines of Group coverage. Guar- 
mteed salary with production bonus. Reply 
fully, in confidence, giving life insurance back- 
ground and Group experience, to B-66, The Na- 
tional Underwriter, 175 West Jackson Boulevard, 
Chicago 4, Illinois. 











Morrow counties Forty-two attended the 
luncheon. The association starts with 29 
paid members. 

Officers are: President, W. F. Murray, 
Reliance Life, Ashland; vice-president, 
W. T. McKee, Prudential, Mansfield; 
secretary, W. E. Goode, Western & 
Southern, Mansfield; treasurer, J. How- 
ard Culler, Ohio State Life, Ashland. 


R. H. Houchin W. Va. President 


R. Homa Houchin, general agent at 
Huntington for Connecticut Mutual 
Life, was elected president of the West 
Virginia Life Underwriters Association 
at the annual meeting at Huntington. 
He succeeds L. E. Huffman of Charles- 
ton. Mr. Houchin is chairman of the 
payroll deduction division of the Hunt- 
ington 7th war loan campaign, he is a 
past president of the Huntington Life 
Underwriters Association and of the 
Huntington Rotary Club. ; 

C. E. Moore of Fairmont is first vice- 
president of the West Virginia associa- 
tion and Burl Ross, Parkersburg, is sec- 
ond vice-president. Mr. Houchin will 
appoint a Huntington man as secretary. 


Ohio Council to Meet 


COLUMBUS—tThe state council of 
the Ohio Association of Life Under- 
writers will hold its annual meeting here 
Friday. Paul M. Smith, New -England 
Mutual, Columbus, president, will pre- 
side. New officers will be elected. Wil- 
liam H. Andrews, Jr., president N. A. 
L. U., will speak at the dinner and also 
at the luncheon the following day in 
connection with the annual sales con- 
gress of the Columbus association. 











Minneapolis—In a program designed 
mainly for the women, Miss Hermine R. 
Kuhn of New York will speak May 14 
on ‘The Average Case and the Women’s 
Market.” 

Tri-County, Minn.—A. F. Breher, presi- 
dent of the St. Paul association, ad- 
dressed the annual dinner meeting at 
Albert Lea. 

Columbus, 0.—H. P. Geyer, Western & 
Southern, has been elected president; E. 
W. Millholland, Ohio National, vice-presi- 
dent; Ely D. Miller, Provident Mutual, 
secretary. 

San Francisco—William P. Worthing- 
ton, vice-president and superintendent 
of agencies of Home Life, will speak 
May 21 on “Let’s Build a Practice of 
Life Underwriting.” Officers will be 
elected. 

Lincoln, Neb. 





Harry Thorpe, secre- 
tary-treasurer, discussed early life in- 
surance developments. Woodrow Magee, 
Lincoln, chairman of war bond promo- 
tion, commended life men for exceeding 
their war bond quotas. 

Ben Gadd, president Nebraska associa- 
tion, reported on the success of the edu- 
cational program among the public 
schools. 

Dallas—J. Paul Jackson, Dallas attor- 
ney and tax authority, will speak at the 
annual meeting May 18 on “Estate 
Analysis and Taxation Problems,” and 
will also conduct a quiz session. 

New officers and directors will be 
elected. Reports will be given by the 
retiring president and treasurer. 

Madison, Wis.— Joseph F. Hinkes, 
3ankers Life of Iowa, Milwaukee, presi- 
dent Wisconsin association, spoke on 
“Organization.” He discussed the value 
of association activities to the life agent 
and the business generally. 

Kansas—The sales congress for south- 
east Kansas will be held at Independence 
May 11. 

Pittsburg, Kan.—Maj. C. O. Braden, 
Equitable Society, Independence, recently 
returned from army air corps service in 
the European war theater, spoke on “Op- 
portunities for Life Underwriters in the 
Post-War World.” 


Philadelphia—The association at a 
meeting May 3 conducted a forum on vet- 
erans’ affairs at which Irvin Bendiner, 
New York Life, counsel of the associa- 
tion, presented a study he had prepared 
to serve as a guide for life agents advis- 
ing with returning servicemen. In addi- 
tion, Lt. Peter Burbank, paratrooper, dis- 
cussed some of his experiences, and 
Harry J. Crosson, regional manager of 
the Veterans’ Bureau at Philadelphia, 
spoke. 

Mr. Bendiner’s study deals with things 
to do after discharge, allowance and al- 


lotment of pay to dependents of men in 
service, benefits to veterans, benefits to 
their dependents, and miscellaneous. 

Chicago—Grover C. Simpson, manager 
of Manhattan Life will be host to mem- 
bers of the women’s division at a dinner 
May 22. Miss Hermine R. Kuhn, field as- 
sistant of Manhattan Life, who is chair- 
man of the N.A.L.U. Women’s Quarter 
Million Dollar Round Table, will speak 
on ‘Using Options to Sell Life Insura- 
ance” and conduct an open forum. 

Cleveland—B. N. Woodson, executive 
vice - president of Commonwealth Life, 
will speak May 17 on “It’s How You 
Say It.” 

Kansas City—The women’s group will 
hold its closing meeting of the year with 
a buffet supper May 12. 

Boston—W. Paul Jones, vice-president 
in charge of sales of Philco Corporation, 
will speak on the “X Value Added by 
Selling” May 17. President Montague P. 
Ford will preside. 





_ Annual statements are fully analyzed 
in the Unique Manual-Digest. $6 trom 
National Underwriter. 


CU. 


Hear Barney in Indianapolis 
Chester F. Barney, chief of the under- 
writing department of American United 
Life, addressed the Indianapolis C. L. U. 
chapter Thursday. He discussed blood 
pressure, heart beat, height and weight, 
and common impairments and whether 
women really live longer than men. 








New C.L.U. Service Booklet 


The American College of Life Under- 
writers is now distributing to C.L.U.s 
and C.L.U. candidates in the armed 
forces a volume entitled “Significant 
Developments of the War Period in 
Economic, Government and Social 
Problems.” This is the second of a 
series of four “refresher” monographs, 
each dealing with significant develop- 
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Epcar RIcHARDSON 
General Agent 
at Lexington, Ky. 








Cougnratulations-- 


Nashua and Lexington! 


kK the fourth time in eight years, 
William E. Johnson Jr. and his asso- 
ciates in the New Hampshire agency 
have won the Company’s highest 
President’s 
Trophy — for outstanding perform- 


B, virtue of superior accomplish- 
ments in the development of new 
organization, Edgar Richardson’s 
Lexington agency has won the 
Agency Department’s New Organi- 
zation Award in 1944 for the second 
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Newark, New Jersey 





W11u1aM E. Jounson Jr. 
General Agent 
at Nashua, N. H. 
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ments of the war period in one of the 
four major fields of subject matter cov- 


_ RECORDS 





ered by the C.L.U. program. The first 
volume dealt with -life insurance de- 
velopments. _ Other volumes dealing wnitea Life & Accident — April was 
with “Law, Trusts & Taxes” and “Cor- Hanna Month as it has been in past 
poration Finance, Banking & Invest- years. It received the largest volume of 
ment” will be issued subsequently. business that has ever been reported 


since this month was started in 1933 

when J. V. Hanna became president. 
New paid-for business for the first 

four months is 42% ahead of 1944. The 


Copies can be obtained from the 
American College of Life Underwriters, 
36th o¢ Walnut streets, Philadelphia 4, 


) > 5 ® : 

Pa., at 75 cents vaste copy. average size policy has continued to in- 
crease and for the first four months 
is $4,280 


Mayer Is Milwaukee President 
MILWAUKEE—Walter C. Mayer, 
Mutual Benefit Life, has been elected 
president of the Milwaukee C. L. U. 
chapter, succeeding Henry B. Kay, New 
York Life. Harry E. Roth, Prudential, 
is vice-president, and Sylvester Manix, 


Equitable Life of Iowa—Reports 
$5,336,548 paid life insurance in April, a 
gain of $1,465,410 or 37.9% over April, 
1944. Writings for the first four months 
totaled $22,073,440, a gain of $4,961,285 
or 29% over last year. Insurance in force 
increased $3,295,980 in ijl to a new all- 


Old Line Life of America, secretary- time high of $708,935,729 
treasurer. H. R. Ward, Detroit, was the leading 
—- personal producer in April. Leading 


The Little Gem gives the facts on some 
170 companies. $2.50 singly from Na- 
tional Underwriter. 


York City, Hoey & 
Detroit, Ff. A; 


agencies were New 
Ellison Life Agency; 








MONEY TALKS! 


“The Bonus checks just received, one for Agency Management and 
the other as Performance Bonus under my Q-V-S contract, make a Red 
Letter Day in my long Life Insurance career. 

“I don’t know of any other Manager’s contract that pays off like this 
for development of successful men. 

“Money talks! But I find equal satisfaction in the fact that The 
Capitol Life pays off FOR A JOB WELL DONE.” 

FRANK H. DEVITT, 
Agency Mgr., Denver, Colo. 


OUR 40TH 


ANNIVERSARY 
1905 - 1945 





Write for Q-V-S Booklet 


THE CAPITOL LIFE INSURANCE CO. 
Clarence J. Daly, President 
W. V. Woollen, Agency V. Pres. 


Home Office, Denver 5, Colorado 











DOCTOR'S ORDERS 


Any good Industrial or Ordinary Agent who has been advised by 
his doctor to locate in Colorado or New Mexico because of his 
health or that of some other member of his family, will find a 
ready-made opportunity awaiting him in the Industrial or Ordi- 
nary Departments of this Company, especially if your Company 
is not entered in this territory. 


If you are facing this situation, please write to us for particulars 
and general information. 


GUARANTEE RESERVE LIFE INSURANCE COMPANY 


Fort Collins, Colorado 




















Smart, general agent, and Cincinnati, J. 
B. Moorman, general agent. 


Loyal Protective Life—The agency 
force conducted a surprise production 
campaign in April as a tribute to Presi- 
dent John M. Powell, whose birthday was 
April 26. It was the largest production 
month in the company’s history. 


American Mutual Life—New paid busi- 
ness in April was greater than for any 
previous April in the company’s history, 
with 41.4% gain over last year. New paid 
business for the first four months was 
33% ahead. 

H. L. Fuller, Omaha general agent, was 
the leader in paid volume for both April 
and the year to date. Wayne Young, also 
of Omaha, was second for April and A. D. 
Fogarty, Des Moines general agent, for 
the year to date. 

Northwestern Mutual Life—April paid- 
for business totaled $34,442,456, the larg- 
est April production in the company’s 
history. For the first four months pro- 
duction was 25% ahead of the last year 
in amount and 13% in number of poli- 
cies. The average size of policies in- 
creased 10%, being $5,572. 

Volunteer State Life—Reports net in- 
crease in life insurance in force of 97% 
for the first four months over the same 
period last year. April gains were 30% 
in written business and 18% in paid 
business. 

Fidelity Mutual Life—Paid volume in 
April exceeded that of every month but 
two in the past 14 years. Increase in in- 
surance in force was the largest since 
before the depression, totaling $9,320,109 
since Jan. 1. 

Franklin Life—Reports a 58% gain in 
eash first year premium income in the 
first four months. The increase in total 
premium income was 25%. Ledger assets 
increased $2,409,000 in the four months 
and are 24% above the same period last 
year. 

Home Life, N. ¥.—Paid business for 
April was the greatest for that month 
since 1929 and 28% above the same month 
last year. For the year to date, paid pro- 
duction is 11% ahead of the same period 
in 1944, and ahead of 1929, which was 
the largest year in the Home Life’s his- 
tory. 

The Oshin & Huber agency of New 
York led for April and also for the year. 
Second place for both the month and year 
to date is held by the Dent agency of 
Philadelphia. The leading agent in paid 
production for April was J. J. McCann 
of the New York Evans agency. H. C. 
Kenyon of Grand Rapids is leader for 
the year. 

Bankers Life, Ia.—New issued ordinary 
life in April totaled $10,106,426, the larg- 
est monthly total since October, 1930. 
Leading agencies were L. W. Spickard, 
Milwaukee, $638,350; W. A. Fraser, Lin- 
coln, $548,000; W. K. Niemann, Des 
Moines, $513,500. Total of new paid ordi- 
nary for the first four months was $31,- 
724,194. 

Union Mutual Life—Paid business for 
the first four months showed an increase 
of 38.9% 

Security Mutual, N. Y. Announces 
that its paid-for business in April was 
the largest for any April in 16 years. 








IN U. S. WAR SERVICE 


Lt. Willard Bowman has been ap- 
pointed insurance and benefits officer at 
the Mare Island Navy Yard in Califor- 
nia after 18 months’ service overseas, in 
command of a subchaser in action in ‘the 
Mediterranean. He was for 10 years an 
agent in the home office agency of Penn 
Mutual and is a son of Sam Bowman of 
that agency. 

Maj. Charles P. Motto of Penn Mu- 
tual’s Works agency in Rochester, N. Y., 
has been promoted to lieutenant-colonel. 
He was with the engineers amphibian 
command, now known as second engi- 
neer special brigade. He is on Leyte 
and has been in the Pacific area since 
January, 1943. He was in charge of 
evacuating some of the internees at Ma- 
nila. 

Sgt. Alexander McArthur, son of 
President Alfred McArthur of Central 
Life of Chicago, was one of 11,000 
American air men that were released 
at Moosberg prison camp in Germany, 





according to newspaper reports. Set. 
McArthur is 22 years of age. He was 
chief armorer on a B-24 bomber. The 


plane was shot down over Germany June 
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15, 1944 siting what was Set. McAr. 
thur’s 37th mission. Sgt. McArthur won 
several decorations and these will be 
presented to his mother at ceremonies 
at the McArthur home at Libertyville 
Ill. Sgt. McArthur attended William & 
Mary College and enlisted in the army 
in 1943. 

Three John Hancock Mutual agents 
from Connecticut, none of whom had 
met before, got together somewhere in 
Germany while the big drive was going 
on and compared notes on the banks oj 
the Rhine. They are S/Sgt. John Boyle, 
assistant manager on leave from the 
Hartford district; Cpl. Rudolph DeTuc- 
cio, agent on leave from the Hartford 
district, and S/Sgt. George E. Gazley, a 
leading agent of Bridgeport. 

Edwin A. Rensmeyer of Boise, Ida, 
formerly with the Sam H. Bright Spo- 
kane, Wash., agency of Bankers Life 
of Des Moines, wounded twice in France 
and taken prisoner by the Germans, was 
liberated by the Allies when they swept 
through Germany and is being sent back 
to the United States for further hospi- 
talization. 

Roy S. Coster, formerly with Metro- 
politan Life at La Crosse, Wis., has been 
commissioned a first lieutenant. He is 
now an executive officer in the transpor- 
tation corps in the European theater, 
Lt. Coster participated in the battles of 
Normandy and France. 

William E. Sanford, formerly with 
National Life & Accident, Nashville, has 
been promoted from staff sergeant to 
second lieutenant with an armored di- 
vision of the ninth sited in Germany. 


McKim to one as Liaison 
Man for Truman 


WASHINGTON — Edward McKim, 
Omaha insurance executive, will serve in 
his new job as principal administrative 
assistant to President Truman, as liaison 
between the latter and federal officials 
on one hand and the governors of the 
states on the other hand. 

Mr. McKim so indicated in a letter to 
the governors offering to arrange ap- 
pointments for them to see the President 
if they wish to discuss problems which 
they feel the latter can solve; also to 
make appointments for the governors 
with appropriate officials, and to help 
the former on transportation and _ hotel 
problems. 

Mr. McKim wrote that many prob- 
lems the President faces “have ramifica- 
tions—some in one way, others in an- 
other’—in most of the states. 

Observers suggest insurance may fit 
into this picture in view of the federal 
interest in that subject under _ the 
S.E.U.A. decision and the new insurance 
act, public law 15; problems presented 
by the relationship of state laws and 
regulations to those pronouncements of 
the federal judicial and legislative de- 
partments, and the reported desire of 
the Department of Justice that state ac- 
tivities should conform to the theory of 
principles of such pronouncements. 





New Service Booklet Edition 


Penn Mutual Life has gotten out the 
third edition of “Answers to Service- 
men’s Questions,’ a booklet about life 
insurance and government benefits for 
servicemen. The booklet now contains 
as part of section 10, the G. I. bill of 
rights material and the section on Na- 
tional Service Life Insurance has been 
expanded from three to seven pages, 
and incorporates the liberalizations in the 
N.S.L.I. legislation of last fall. There 
is attached a postage free mailing card 
to the war service bureau of the com- 
pany for anyone desiring further infor- 
mation. 


Want More Definite Petitions 


COLUMBUS, O.—The state has filed 
motions asking that the five insurance 
companies which have filed suit to en- 
join the collection of Ohio premium tax 
be compelled to make their petitions 
more definite and certain. 
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N. Y. Managers Conference 
Program Is Announced 


NEW YORK—tThe following pro- 
gram has been announced for the all- 
day meeting of the Greater New York 
Life Managers Association May 22 at 
Hotel Biltmore: 

Morning—"Trends in the Life Insur- 
ance Business,” W. J. Dunsmore, 
Equitable Society; “Pension Trusts, 
Harry Krueger, Northwestern Mutual; 
“Group Insurance,’ L. W. Sechtman, 
Aetna; “Ordinary Sales by Industrial 
Agents,” R. E. Larkin, Connecticut Gen- 
eral; “National Service Life Insurance,” 
Clancy D. Connell, Provident Mutual; 
“Home Office and the Agent,” J. Roger 
Hull, vice-president and manager of 
agencies Mutual Life; “New Training 
Methods,” E. L. Reiley, general agent 
Penn Mutual, Cleveland. 

Afternoon session— “Savings Bank 
Life Insurance,’ H. D. Josephson, Mu- 
tual Benefit; “Post-War Organization— 
Selling, Principles, Training and Super- 
vision,’ E. L. Zalinski, New York Life; 
“Compensation Plans for the New 
Agent,” J. E. Bragg, Guardian; “General 
Agents’ Compensation,” C. L. McMil- 
len, Northwestern Mutual; “Agents 
Compensation,” H. Arthur Schmidt, 
New England Mutual; summary, Os- 
born Bethea, Penn Mutual. 

Mr. Josephson, co-chairman with S. 
Samuel Wolfson, Gerkshire, chairman of 
the planning committee, will preside in 
the morning and T. W. Foley, State 
Mutual, president, in the afternoon. J. 
M. Fraser, Connecticut Mutual, is in 
charge of reservations. 





Underwriting Talk to Cashiers 


Chester Barney, vice-president of 
American United, addressed the Indi- 
anapolis Life Agency Cashiers Associa- 
tion on “Principles of Underwriting for 
the Cashier.’ The topic for the June 
meeting will be “National Service Life 
Insurance.” It will be open to persons 
employed in offices where members of 
the association are employed. 





To Study Role of Business 


DETROIT —In the belief that the 
importance of life insurance in a com- 
munity life should be more strongly em- 
phasized, the Detroit- Windsor Life 
Agency Cashiers Association will gather 
statistics on the number of policyhold- 
ers in Michigan and Ontario, the 
amount of life insurance funds invested 
and the number of persons employed in 
the business. J. G. Stutzke, cashier Re- 
liance Life, in Detroit, is chairman. 


Cadwell to Speak in S. F. 


Harry B. Cadwell, who recently as- 
sumed new duties as superintendent of 
agencies in the western division of Mu- 
tual Life, will address San Francisco 
General Agents & Managers Associa- 
tion May 25 on “Agency Management.” 


Jenkins Minneapolis Speaker 

W. R. Jenkins, vice-president of 
Northwestern National Life, spoke on 
supervision of agents at a meeting of the 
Life Managers Club of Minneapolis 
Monday. 

















WANTED 
AGENCY ASSISTANT 


Man who can qualify as Assistant General 
Agent for Detroit and vicinity by one of the 
leading pani Applicont must have good 
record as p 1 d . with ability to 
help train new men and to develop brokerage 
lines. Salary, personal commissions and bonus. 
Our Agency Associates know of this ad. Reply 
fully in confidence. Box B-67, The National 
Underwriter, 175 W. Jackson Blvd., Chicago 4, 
Minois. 
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RECRUITS FROM SERVICE MEN 


A number of agency managers have 
been able to secure recruits from those 
who have been inducted into the armed 
services and have: been honorably dis- 
charged or those that have failed to pass 
muster after induction. There may be 
physical impairments for combat service 
which do not hinder a man from going 
ahead and making a success in life in- 
surance. Men who have returned with 
one arm, one leg or other impairments 
have taken up the rate book and are 
making an excellent living. When it 
comes to mental deficiencies, there must 
be much more investigation as to just 
what they are and how the person is 
affected. 





ACTIVITIES 


ee eee? 


WAR LOAN 


“Come 7, was the slogan 
of the 12,000 is i of the home of- 
fice staff of Metropolitan Life in open- 
ing their campaign as salesmen in the 
seventh war loan. The “7” represents 
a quota of seven per person, and 77,777 
sales is the goal established for the 
organization. 

The campaign opened with a concert 
by the Metropolitan band, massing of 
the flags of the United Nations by girls 
in the uniform of various civilian de- 
fense services, and a public-address sys- 
tem announcement. In the sixth war 
loan the goal was 60,000 sales and the 
record was 134,876 sales for a maturity 
value of $49,723,259. 

Mutual Life has set a quota of 10 
salés for each employe in the 7th war 
loan drive. Promotion chairman of the 
drive is Harry A. Gillis, superintendent 
of the metropolitan clearing house. 

The company is conducting a “clock 
contest” in which the purchaser of a 
bond guesses at what hour, minute and 
second an 8-day clock, on display at 
the home office’s main entrance, stops. 
Four prizes, totaling $200, will be 
awarded to those making the closest 
guesses. 





WOMEN ELECT OFFICERS 


The League of Life Insurance Women 
of New York at the annual meeting 
elected the following officers: President, 
Helen Wolfsohn, Equitable Society; 
first vice-president, Mary Lancier, New 
York Life; second vice-president, Bessie 
Hoppman, Prudential; third vice-presi- 
dent, Mabel Jaffe, Guardian Life; sec- 
retary, Edyth Milton, Equitable So- 
cienty; treasurer, Nellie Leeds, Equit- 
able Society. 





STERLING NAMED MANAGER 


Thomas Sterling has been appointed 
eexcutive manager of the New York 
Life Underwriters Association succeed- 
ing R. F. Burns, who resigned to be- 
come national secretary of Alpha Sigma 
Phi fraternity. Mr. Sterling, a graduate 
of Columbia University, was honorably 
discharged as a sergeant major in the 
infantry. Following his graduation in 
1940, he became assistant to the execu- 
tive secretary of the New York State 
Chamber of Commerce. 





GARDINER AGENCY’S BIG INCREASE 


-April production for the Harry Gar- 
diner agency of John Hancock Mutual 
Life was slightly over $4,500,000, includ- 
ing over $1,000,000 ordinary. Produc- 
tion for the first four months is in ex- 
cess of $18,000,000 including over $4,- 
000,000 ordinary. The increase in ordi- 
nary is $1,095,000 over the first four 
months last year. 





Los Angeles Sales Congress 
Program Is Announced 


LOS ANGELES—The program for 
the sales congress of the Life Under- 
writers Association of Los Angeles May 
16 has been announced. 

The southern California caravan will 
give a condensed version of the program 


it has been giving before local associa- 
tions in this territory. 

. T. Danielson, vice-president of 
Barker Bros., will talk on “The Import- 
ance of Salesmen in the Post-War 


Period;” W. P. Worthington, vice-presi- 
dent and superintendent of agencies of 
Home Life, “Let’s Build a Practice of 
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* LIFE INSURANCE IN FORCE... .$117,599,824.00 
Total Admitted Assets............$26,822,165.42 
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* PAID POLICYHOLDERS AND 
BENEFICIARIES SINCE 
ORGANIZATION ..............$27,073,511.75 


4 


Attractive General Agent's 
contracts now being offered 
for territory in the mid-west. 


17 





Life Underwriting:” Eric J. Wilson, gen- 
eral agent Central Life, “There Are No 
Strangers; Mrs. Bruce M. Ashton, Con- 
iecticut Mutual Life, San Francisco, 
“Which Way Is Yours;” Philip Maech- 
ling, Metropolitan Life, Los Angeles, 
“Selling and Servicing Life Insurance 
on a Debit.” 
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MENUS 


An 18-year-old sailor, home on his 
first leave from the Great Lakes Naval 
Training Station, lost no time in tak- 
ing his best girl out for a ride in the 
family car. Coming down the road at 
high speed he crashed into a cattle 
truck, fatally injuring his companion 
and instantly killing himself. He was 
buried with military honors, the largest 
funeral his home town had ever known. 


Six years before, that young sailor 
(then a boy of 12) had received his 
first life insurance policy, a gift from 
his father—$1,000 in the Bankers Life 
Company of Des Moines. 


Six months before, that young sailor 
had taken out his first life insurance 
policy himself—$3,000 in the Bankers 
Life Company of Des Moines. 


Paging through his policyholder 
cards, the agent who had written the 
first application decided that the young 
man must be about ready to enter mili- 
tary service and called upon him. By 
then, the young man was a wage 
earner, convinced of the value and ne- 
cessity of insurance. He decided to take 


out $5,000. 


His father considered this too much 
for so young a person and recommended 
the amount be cut to $3,000. This was 
done and the policy written with War 
Clause. One annual premium had been 
paid befere the fatal accident. 


Upon those two policies, with com- 
bined face value of $4,000, the Bankers 
Life Company of Des Moines has 
promptly paid the father (beneficiary 
thereunder). 


“The Bankers Life salesman who 
wrote both these policies should find it 
a source of great satisfaction to know 
that through his efforts this death will 
not be the burden to these grief-stricken 
parents that it might have been had he 
failed to make that call last summer.” 


So comments the Agency Manager 
of the Bankers Life Agency whose 
salesman, keeping track of his policy- 
holders and presumable miliary service, 
contacted the young man and thereby 
gave to his family several: times the 
protection they otherwise would have 
had. 


Never was there a time when the 
responsibilities and obligations of the 
life insurance salesman were so great 
as today. 
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20 Minutes by New Method 





(CONTINUED FROM PAGE 7) 


having confidence in the trainer’s ability 
to help him. 

In view of the fact that each agent is 
an individual the trainer is often faced 
with the problem of finding out not only 
what motivates him but what may be 
holding him back. For one man it may 
be that his tires are nearly worn out and 
he is worried about how he will make 
his calls. For another it may be that 
he is not getting along with his wife. 
For a third it may be that a brother-in- 
law has borrowed $500 and seems un- 
likely to pay it back. 

Under the broad definition of training 
as the Metropolitan sees it the manager 
or assistant manager needs to enlist the 
agent’s cooperation and friendship to the 
point that he can help him out even on 
personal matters that ‘are interfering 
with his progress. 

The course for managers has had a 
very responsive reception. One man- 
ager said, “For years I have brought 
men around to may way of thinking. 
Now I see that I have got to bring my- 
self around to the man’s way of think- 
ing.” 

The course is under the direction of 
Assistant Secretary Max C. Fisher of 
Vice-president C. I. North’s depart- 
ment. C. E. Reynolds, who has served 
as agent, assistant manager and man- 
ager, has the direct supervision of the 
divisional superintendents who _ have 
the responsibility for carrying out the 
program in the 11 territorial divisions. 


ILO for Bigger SS 
Throughout World 


WASHINGTON—The International 
Labor Office has made public a com- 
prehensive report recommending expan- 
sion of social security in nations 
throughout the world. The report, en- 
titled “Social Security: Principles, and 
Problems Arising Out of the War,” 
was submitted at the recent Interna- 
tional Labor Conference in Philadelphia, 
where social security was one of the 
items on the agenda. 

A social security code is suggested in 
the report for adoption by the nations 
of the world after the war. The con- 
tributory system, with employes pay- 
ing part of the cost of social security is 
recommended to the United Nations. 

The program would include payment 
of sickness benefits for at least 26 





weeks, maternity benefits for at least 26 
weeks, maternity benefits for 12 weeks, 
old-age benefits for men at 65 and for 
women at 60, and unemployment bene- 
fits until suitable employment is offered; 
also coverage of all employes and of 
self-employed persons. 

The proposed recommendations in 
the report would cover such contin- 
gencies as “invalidity,” death of bread- 
winner, emergency expenses, employ- 
ment injuries. 


Medical Care Recommendations 


The ILO report also includes exten- 
sive recommendations concerning medi- 
cal care under which all persons would 
be included, whether or not gainfully 
employed. These recommendations 
cover 15 pages of the report, and if 
adopted, care would be provided for by 
contracting with physicians or members 
of allied professions and arranging for 
hospital and other institutional services. 
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Fo! ormer cites Tells 
About His Experiences 


At a luncheon in his honor in Los 
Angeles, Dr. Dana Nance, former med- 
ical referee in Shanghai for Occidental 
Life, told home office executives and 
Holgar J. Johnson, president Institute 
of Life Insurance, some of his exciting 
experiences, first as head of the Ameri- 
can internment camp at Baguio and later 
as a member of the camp committee 
and head of the hospital at Los Banos, 





TOTAL WISCONSIN FIGURES 


(These figures supplement those giving 
insurance in force and 1944 writings by 
companies in Wisconsin.) 


Total, Ordinary.. 218,861,027 2,308,796,172 

Total, Group ...... 172,910,937 470,394,490 
Total, Industrial.... 29,648,796 386,668,578 
Total, All Classes... 421,420,760 3,165,859, 240 














Since 








HOME OFFICE 








a life insurance company distinguished by 
the character and ability of the men and 
women comprising its field organization... 


and by the integrity of its management. 
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Royal Neighbors Dividend 
Distribution Is $533,000 


Dividends totaling about $533,000 will 
be paid by Royal Neighbors of America 
to some 345,000 members in the year 
started April 1, an increase of $133,000 
in amourit and 139,000 in number of 
members over 1944. For the first time 
the society is paying dividends on adult 
certificates issued on the National Fra- 
terna] Congress mortality table. In this 
class $111,000 will be paid on approxi- 
mately 124,000 certificates which repre- 
sents insurance in force of $103,500,000. 

The new dividends show an increase 
for the adult department of $122,000 in 
amount and 128,000 in certificates. 

The dividends will be paid on all adult 
certificates issued on the N. F. C. and 
American experience tables of mortality 
and on all juvenile certificates issued 
after April 1, 1940, which have been on 
a premium paying basis for two or more 
years and are in force on that basis on 
the due date of the dividends. 

The society has completed a program 
of placing the certificate reserves of all 
adult permanent insurance plans on 
American experience 3% basis. This 
program was started in 1939 because 
of generally decreasing interest rates. 
Prior to that certificate reserves were 
calculated on the Royal Neighbors 4%, 
N. F. C. 4% and American experience 
4 and 344% bases. 


Canadian Fraternal Totals 
for 1944 Show Increase 


TORONTO—Fraternal life insurance 
organizations made general improvement 
in Canada last year, G. D. Finlayson, 
Canadian insurance superintendent, re- 
ported in his annual review. Business 
in force Dec. 31 aggregated $312,788,119, 
a gain of 4.2%. New business placed 
last year totaled $31,248,237, an increase 
of 10%. 

Foreign fraternals, which operate un- 
der Dominion licenses in Canada, had 
an increase of insurance in force to 
$89,758,370, or about 8.3%, and their 
new business rose to $12,391,059, or 
23%. Canadian fraternals had business 
in force totaling $223,029,749, gain 2.6%, 
and new business was $18,857,178, a rise 
of 3.2%. 


Ray Goodiel, state deputy of eastern 
Pennsylvania, May 5 completed 45 years’ 
service in the field with Protected Home 
Circle. He started in Washington, Pa., 
and worked throughout the state until 
1912 when he did organization work in 
Kentucky and later in New York, Ohio, 
West Virginia, Indiana and Alabama. 
He was placed in charge of the eastern 
Pennsylvania district in 1917. Mr. 
Goodiel has been a member of the su- 
preme circle for many years and in 
1939 was appointed supreme chaplain. 

Commissioner Neel of Pennsylvania 
has granted a request for an extension 








FIELD SUPERVISOR WANTED 


Progressive mid-western Life Company 
operating in 4 states has real opportunity 
for one with organization ability. Good 
salary, personal contract, overwriting and 
100% expense allowance. Draft exempt. 
Write Box B-61, The National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Illinois. 
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of time to hold the quadrennial conven- 
tion of Greater Beneficial Union of 
Pittsburgh which had been scheduled to 
be held May 14. This was done under 
the authority of new legislation. 


Taxes and Guertin Law 
Taken Up at Chicago 


(CONTINUED FROM PAGE 1) 


for the flat premium tax. A call for ex- 
pression of opinion showed unanimous 
preference for the New Jersey measure, 
which is: 

“In the event that the taxable pre- 
miums collected in this state by any 
company as specified in Section 2 of this 
act, during any year ending Dec. 31, ex- 
ceeds 1214% of the total premiums col- 
lected by the company during the same 
year on all policies and contracts of in- 
surance, whenever and wherever issued, 
the taxable premiums of such company 
in this state shall not exceed a sum equal 
to 124%% of such total premiums col- 
lected as specified in section 2 of this 
act.” 


Protects Smaller Companies 


This amendment, it was stated by sev- 
eral speakers, does protect the smaller 
companies; is an incentive to all com- 
‘panies to write more business, and is 
uniform. The New Jersey formula has 
the best chance to be held constitutional 
of any proposals so far advanced, it was 
said. 

A noted company counsel declared the 
investment formula for taxation has been 
discredited by the U. S. Supreme Court 
and he expects it to go down. The 
New Jersey formula would stabilize the 
situation, many believed; although it 
might represent an increase in tax for 
them, they prefer it to the flat 2% tax, 
which they feel would cost them more. 

The company officials feel the New 
Jersey formula puts a premium on the 
company that goes into a state energet- 
ically to develop business. As the com- 
pany grows under this formula the bene- 
fits of the discrimination are lost to it, 
but then it is far better able to carry 
the burden of taxation. 


Better Than Dual Control 


They also believe taxation, however 
severe, is preferable to dual control by 
state and federal governments, and de- 
pendence on classification rather than 
bucking the tide was urged. It was 
pointed out the New York statute on 
expense limitation uses essentially the 
same formula, as it recognizes the small 
building company must have a differen- 
tial. 

Attempt to equalize the tax is a highly 
controversial matter, it was stated, and 
to be successful it must have the whole- 
hearted support of the domestic com- 
panies. Another speaker advised against 
any serious attempt to avoid taxation. 
Even if specific tax bills were knocked 
out, he said, there would be no real 
tax saving, because the states have to 
have their revenue and in many states 
taxes from insurance constitute a large 
proportion of total revenue. Means 
would be found to collect the money. 
He said 17 states have amended their 
laws governing taxing of insurance, and 
instead of a saving one large company 
must pay about $125,000 more tax an- 


‘nually than before. 


Meetings in Other States 


Similar meetings of life companies 
have been held recently in other states, 
including Ohio and Indiana. Chairman 
Wade reported in Indiana a tax commit- 
tee has been appointed to oppose tax 
litigation efforts of certain interests. The 
fire and casualty companies are cooper- 
ating. 

There was a report also on the Ohio 
meeting. The New Jersey formula 
would help many Ohio companies, for 
Western & Southern does over 40% of 
its business in the state and some com- 
panies of Columbus and elsewhere more 
than 50%. There is $16 million of reve- 
nue from insurance involved in that 
state. The flat premium tax bill there 
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We proudly present the accomplishments of another year, and gratefully 
acknowledge the loyal cooperation of our Field Representatives and Home 
Office Employees in achieving the same. 


A Condensed Report of the Financial Condition of the 


Beneficial Life Insurance Company 
AS OF DECEMBER 31, 1944 


Re Ca GI OE Soa dnd a Ua kdieccdesndedexdddatsaeddecseeadeses $23,880,970.93 
as follows: 
Cash in Office and Banks COGS rexacanadcscanddacadsdndevscadadscuias $ 1,058,295.58 
ROGERS RE 7 CD Nic ckancccags ddendacensndddiakedadsdasesecavensbhedas 14,148,962.33 
us. tananeer DIONIAIEG” COR OEE Da cacacccccesdacaesed $8,436,654.13 
State, County and Municipal (11.54%).......cccececccceees 2,755,624.14 
POR SRSEMEEW OCOD adc acanas Cenuecansccaueccucasaucdccas 2,168,816.09 
Wasa CED kncé nce dneccnnccdccctvedaccenscc@euecnadedta 357,337.95 
Industrial and Miscellaneous (1.80%).........eseceeeeeeeeees 430,530.02 
EE CU ada dd acdadenceCadacdvecnidnedsdsaqecsadncaceteacasanarunad 367,700.54 
First Mortgage Loans and Contracts (22.32%)....ccccsccccecccccccccees 5,328,004.84 
CO PND oc cdacacancconsadsnscccanatecesgadnecaee $ 856,245.47 
Ce CRF PUOMONOEO ano can ccnccccccssacecacedncnsveseceecsoed 4,471,759.37 
Home Office and Other Real Estate (0.84%) ...scceccceeccececcceeeeeeees 200,830.00 
Eaetid te: nee tO) CTR Fab « ccd edidesccccctcsatauscesccacasaduacese 2,001,868.92 
Interest accrued to December 31, 1944 (0.55%) .cccccccccccccccccccseccccs 132,309.16 
Current Net Premiums and all other items (Net) 2.69%.....-.+sceeeees 642,999.56 
It has Liabilities Pit irrvsnoonehcian pet PP OCUCT TCC TET CCETTCEPTECETET CRT 2 $20,938,313.97 
or 
Legal reserves on all policies, annuities, and supplementary contracts 
TD SOE iv uneccddédcnnetisokeusdsnncekteacaiseladadionssiamaidned $19,350,148.61 


Dividends and coupons declared and payable to policyholders during 
FEUD. dedhts cacusardsncandengaconat ebiccedmledasuuniaiuanabeendedbaaseede d 
Dividends and coupons accrued but left by policyholders to draw interest 779,058.28 
Claims for which proofs are not complete..........ccccccccccescccccceces 
Federal and State taxes accrued in 1944 but payable in 1945 (Estimated) 
Premiums and interest paid in advance.. 
Accrued commissions and current Account 
The excess of assets over liabilities amounting to...................seecee00° $ 2,942,656.96 
consists of 











CBGUAD. o cxciincscaccsuqaanedessducekdanhaddacadacecdadcqadsncdaskexaas 250,000.00 
SND oy cna ceccacascacdaceas 1 426, 156.96 
Special Comtiogeaey Funds. 500.00 
INSURANCE ito in 6tdeb etd dh ueandnesnneketadiendadsstdeksetdaseomeed $127, 822,802.00 
INCREASE IN INSURANCE IN FORCE DURING 1944..........c.ccccece 13,352,220.00 
pace ned yee ms 
psd New Out- 
Total Admitted & Con- Business standing 
Year Income Assets tingent ri Insurance 
Reserves 
1905 101,042 2,500 
1915 305,213 5, 16, 57 ,044 
1925 751,048 37,023,591 
1935 11, 1,550,000 9,6 24 10; 648,572 56,876,27: 
1944 23, 880, 97 0 2,942,656 20; 129,206 20,882,991 127,822,802 
Total Dividends paid fo De. Oh Cobbs og 0 0 ve ceed ceewectaeegecasiddavasaadacaaa $3,462,267 
Total paid to Policyholders during 1944 544,979 





Total paid to Beneficiaries during 1944.... 
ee es Sas wae d bn cce den ededecucececucddqcedadanecuchecusceaaesdeal * 2,546,773 
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HEBER J. GRANT, President SALT LAKE CITY, UTAH 














20 


FieNATIONAL UNDERWRITER 


May 11, 1945 








—= 














I (actuartes}| 


CALIFORNIA 





= 








Barrett N. Coates Carl E. Herfurth 
COATES & HERFURTH 
CONSULTING ACTUARIES 


660 Market Street 437 S. Hill Street 
SAN FRANCISCO LOS ANGELES 














{LLINOIS : 








DONALD F. CAMPBELL 
DONALD F. CAMPBELL, JR. 


Comsuiting Actuaries and Public Accountens: 
85 Years of Service 


100 Nerth La Salle Chicage, {litmete 


Street, 
Tel. State 1336 














WALTER C. GREEN 
Consulting Actnory 
211 Wacker Drive 
Chicago 
y Franklin 2633 














HARRY S. TRESSEL 


Certified Public Accountant and 
Actuary 
10 S. La Salle St., Chicago 8, Ill. 


Associa! 
mM. Wolfman, F. A Prenkiis 400 
NM. A. Moseoviteh, A. A. 1. a 
ie Gillette, B 














Haight, Davis & Haight, inc. 
Consulting Actuartes 


RANK J. HAIGHT, Presiden 
Indianapolis—Omahe 








has been voted out of committee by a 
7 to 6 vote. Fraternal benefit life asso- 
ciations and fire mutuals are now 
exempted but Blue Cross is included. 
Ohio life interests have employed the 
law firm of former Governor Bricker to 
represent them. 


Concern Over Tax Suits 


A development that troubles the life 
company Officials is the filing of suits 
in several states to prevent collection of 
the 1944 premium tax. In Ohio several 
companies have joined in such a suit. 
It is understood some of these interests 
approached state officials, including in- 
surance departments and governors, with 
request that the flat premium tax bill be 
supported officially, and with an expres- 
sion of reluctance to pay the premium 
tax on any other basis. In some states 
various companies are paying the 1944 
premium tax under protest. 

A company attorney counseled a pol- 
icy of “revenues first” and then classifi- 
cations which would preserve the priv- 
ileges for companies which have needed 
and enjoyed them. They must avoid 
antagonism and maintain their relations 
with governmental authorities on a cor- 
dial and cooperative basis. 

Needs vary by states. In Wisconsin, 
it was reported, any attempt to include 
fraternals and farm mutuais is danger- 
ous, for they are strong there and are 
tax exempt. The fraternals are ex- 
empted everywhere as nonprofit organ- 
izations which do much welfare and 
charity work. Companies cannot be li- 
censed in Wisconsin until they pay their 
taxes, and they are not permitted to 
pay taxes under protest as in many 
states. 

It was said a test case on the taxes 
is difficult at this time because the 1944 
premium taxes now are due and the 
states dare not jeopardize their income 
at this late date. The sums in contest 
might be tied up for a long time. 

The opinion was expressed that the 
smaller companies ought to build their 
political fences; that they have been 
too complacent politically. Regret was 
uttered that the companies have no one 
organization which could go in and op- 
pose tax suits in the various states. 
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GUERTIN LEGISLATION 





Efforts to have the Guertin uniform 
bills enacted in all the states and to 
get the companies into conformance 
with them by the end of the permissive 
period, Jan. 1, 1948, when, according to 
most of the bills, they become manda- 
tory, are causing much concern, it was 
disclosed in a forum on that subject. 
Some company leaders doubt that the 
time is sufficiently long and feel steps 
should be taken to secure an extension. 

One of the chief causes of worry is the 
failure to secure passage of the Guertin 
bills by all the states to date, and espe- 
cially by New York. The New York 
insurance superintendent has been study- 
ing the Guertin measures for about two 
years, but apparently has not yet rec- 
ommended them to Governor Dewey 
and the legislature for passage. If New 
York is not to pass this legislation, it 
was said, the whole subject is largely 
academic because a large volume of the 
entire life insurance business of the 
nation is done in New York. Only about 
2% years remain before the effective 
date of the legislation. 

Some 21 to 22 states have enacted the 
law; two or three have set an effective 
date that is indefinite; others set Jan. 
1, 1948. In 10 or more states policies 
can be written in line with the formula 
with no change i in the statutes. The best 
thought is that New York will pass the 
Guertin law, but possibly with amend- 
ments. 

One New York criticism is that the 
plan is too liberal with the companies 
and not sufficiently so wtih the policy- 
holders. With passage of enabling leg- 
islation in New York it is felt other 
states that have been holding back to 
watch what New York would do will 
fall quickly in line. 

The two actuarial societies have been 
conducting a compilation of tables to 


simplify work required under the act, 
and the portion of these which has 
been completed comprises a number of 
volumes which now are available to 
companies for use in making test val- 
uations, so they need not prepare their 
own tables. The task of compilation was 
enormous, it was said. Much more work 
still is to be done. 

It seems unlikely the Guertin legisla- 
tion will pass in Ohio as it was said 
the situation there is “utterly political.” 

A criticism of the Guertin law heard 
at the meeting was that it amortizes 
acquisition cost over the entire pre- 
mium paying period, when the compa- 
nies feel they could well do so over a 
shorter period. Also, it was said it 
would create some competitive situa- 
tions and permit some companies to 
“sell cash values.” However, an execu- 
tive declared cash values under the act 
would be no more a competitive factor 
than in the past. 

Another objection to this legislation 
was that some companies have waited 
for its adoption which should have gone 
to a lower interest base long ago, and 
to this extent, it was said, the Guertin 
law has not been good for the business. 

Practical ways of putting the law into 
effect by each company were discussed. 
A practical method of handling the dif- 
ferential between the interest base on 
reserve and cash values is to set it 
up as a contingency reserve and absorb 
it in 1948 when the business is revalued, 
it was said. In Wisconsin, however, 
there is an expense limitation law with 
loading specified for each type of policy 
so this suggestion cannot be adopted 
in that state. 


Official Opposes Measure 


Another view was that there should 
be an effort to stop the pressure to 
adopt the new tables developed by the 
Guertin committee as they are compli- 
cating company operations. A company 
which operates in, say, 20 states may not 
be able to get the Guertin law adopted 
in all of them and may find itself in a 
difficult situation, it was declared. 
Action to postpone the effective date of 
the legislation was urged by this of- 
ficial, Others said where a state does 
not adopt the legislation a solution is 
for a company ed cease operations in 
that state. 

Chairman Wade suggested the travel 
and convention ban of ODT probably 
soon will be lifted, due to German sur- 
render and it might be well later to 
have a two or three day working con- 
ference of company leaders solely on 
the Guertin question and its practical 
applications. 

Objections to the Guertin law, one 
spokesman said, are pointless in view of 
the fact that the whole method is a 
part of a program to avoid federal regu- 
lation of life insurance. The companies 
suffered greatly and without good reason 
in the TNEC investigation, it was said, 
from criticism of the old American €x- 
perience table. 

The Guertin committee sought first a 
formula that would permit the organ- 
ization of small companies and would 
let them live; then would be acceptable 
to the commissioners. If the federal 
government makes any change it will 
be done very fast, it was stressed, and 
it will be too late then to handle the 
matter logically and reasonably. 

If the states can over a period of 
several years produce a program on 
which there is agreement and get it 
adopted and put into operation, it was 
said, this would be a useful demonstra- 
tion of their ability to act uniformly i 
the public interest. 





Adequate Return 
Now Big Problem 


(CONTINUED FROM PAGE 1) 


the states could not legislate so that 
companies could form syndicates and 
establish projects of this kind. This 
would enable the smaller and medium 
sized companies to participate in such 
investments. It would not be surprising 





to see pooling arrangements of this 
kind inaugurated for the smaller com- 
panies, so that they can enjoy the same 
privileges as the larger ones in being 
able to participate in some of these 
immense undertakings. 

In a number of cases where con- 
cerns have put out big bond issues, the 
larger companies have allowed some 
of the smaller companies to participate, 
although the larger companies might 
be able to take the entire issue. 

Companies are confronted with the 
pressing problems of meeting the inter- 
est rate that is guaranteed in the poli- 
cies. In some cases premiums have 
been increased on new issue to absorb 
the deficiency but this has not en- 
tered into the valuation. The excess is 
put up as a contingency reserve. 


Second Fidelity Investment 
Dividend Payment Made 


COLUMBUS—Dale Dunifon, serving 
as special master commissioner in the 
liquidation of Fidelity Investment Asso- 
ciation, has announced the distribution 
of a 45% dividend to 3,078 Ohio contract 
holders of Fidelity. The checks totaling 
$959,008 will be mailed by the West 
Virginia receivers from the home office 
at Wheeling. 

The first dividend of 15% was paid 
from the Ohio funds last October total- 
ing $319,671. With the payment of this 
dividend, Ohio contract holders will have 
received 60% of their allowed claims. A 
third dividend of 25% has been approved 
by the West Virginia court and writing 
of checks will be started by the West 
Virginia receivers soon. 

The Ohio special commissioner proved 
the claims of Ohio contract holders be- 
fore the West Virginia reecivers and the 
special commissioner of that state, thus 
obviating the necessity of having Ohio 
contract holders prove their claims in 
West Virginia. Of the 6,000 contract 
holders in Ohio, about 400 have failed to 
prove their claims so far. 





New Statistical Group Members 
Midland Mutual Fire of St. Paul, 


Standard Life of Mississippi and_ State 
Life of Indiana have joined the Insur- 
ance Accounting & Statistical Associa- 
tion. 
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WHO VISIT 


* 


Strategically located right in the 
heart of the city’s business, shop- 
ping and entertainment district. 
700 rooms, each with radio, bath 
or shower. Service and food as 
faultless as wartime conditions will 
permit. Reservations well in ad- 
vance will enable us to prepare 
for you—consequently, to serve 


you better. 


ip Baltimore Hotel 


BALTIMORE 3, MARYLAND 
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7 You're bound to get the big ones 
when habit guides your hand... 


"LL never forget the first time I tried fly fishing. _in the selling of life insurance, when the right 
| I had trouble. Meanwhile Uncle Dan was things are done in the right way until they become 
casting what looked to be incredible distances habit, the day’s work runs more smoothly, more 
Mee with incredible accuracy. And getting some sales are closed. The result has been increased 
big ones. earnings for many agents. 


I said “I'll never learn.” 





ai “Yes you will,” Uncle Dan told me. “All you 

. have to do is-to learn just how it’s done and keep 
= on doing it until every flick of the wrist and every 
motion of the arm become habit. Then you'll keep 





LIFE INSURANCE COMPANY 
: ? OF Boston, MASSACHUSETTS 
up with the best of us.” 
re Guy w. COX PAUL F. CLARK 
Chairman of the Board President 


Here at the John Hancock we have found that 











Eighty-two years of growth 
Insurance in force December 31, 1944, $6,803,793,028 


























A WELCOME TO BABIES 


The 95-year old National Life Insurance Company of Vermont announces, as of May 1, 1945, 
that its representatives are now privileged to write life insurance contracts on the lives of babies 
at age zero to age four at nearest birthday. 

This extension of insurability to age zero means that through National Life contracts clients 
may be offered complete juvenile coverage, including the Juvenile Continuance Contract. 

For children age zero to four these five plans are offered: 


TWENTY PAYMENT LIFE 
ENDOWMENT AT AGE EIGHTEEN 
TWENTY YEAR ENDOWMENT 
TWENTY-FIVE YEAR ENDOWMENT 
THIRTY YEAR ENDOWMENT 


For children age five to nine inclusive there are six plans available including Life, Twenty 
Payment Life, Life Paid Up at Sixty-Five, Twenty Year Endowment, Thirty Year Endowment 
and Endowment at Sixty-Five. 

For children age ten to fourteen all the regular plans except Graded Premium Life and Term 
Insurance are available. 

With our welcome to babies, a new and almost unlimited market for life insurance is open to 
representatives of the National Life Insurance Company. 

Upon inquiry we would be pleased to furnish full descriptions of our new contracts, which 
have very attractive features. 


P.S. Policies age 0-4 will not be issued in New York State. 


NATIONAL LIFE coven Sonvreciee. WERMONT 


PURELY MUTUAL ESTABLISHED 1850 


























